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A&H Agents Hold 
Annual Parley 
Ai Los Angeles 


New Constitution, 
New Associations, 
Financial Progress | 


LOS ANGELES—Adoption of a new 
constitution; presentation for the first 
time in the 10 years m the history of 
the Harold R. Gordon memorial award 
to dual “men of the year”; reports of 
12 new local associations formed, and 
a sound financial condition of the 
association were the highlights of the 
annual convention here of Internation- 
al Assn. of A&H Underwriters. 

Sessions on June 10 and 11 were 
given over entirely to the business 
meetings. 

With Howard E. Nevonen, general 
agent Washington National, presiding, 
the initial opening session had for its 
keynote speaker Travis T. Wallace, 
president Great American Reserve 
Life and president of HIA, who said: 

“The business has grown prodigious- 
ly. In 1942, 19 million Americans were 





OFFICERS ELECTED 
President—Gail Shoup, Lincoln Na- 
tional Life, Grand Rapids, Mich. 
President-elect—Oakley Baskin, Mu- 

tual Benefit H.&A., Buffalo. 
Vice-presidents—Webster H. Hurley, 
Bankers L.&C., Philadelphia; F. Ken- 
neth Stoakes, Loyal Protective, Los 
Angeles. ; 
Controller—Jay DeYoung, DeYoung & 
Associates, Oak Park, IIl. 





covered by hospitalization. By 1958 
the figure had grown to 121 million. 
During the same period surgical in- 
surance has grown from 8 million 
covered to 108 million. Two-thirds of 
the laboring force is now covered for 
loss of time benefits.” 

The growth of A&H insurance has 
by far surpassed that chalked up in 
any comparable period by the life 
insurance or the automobile insurance 
business. A&H insurance now stands 
second in volume to life insurance in 
the whole insurance family, he said. 

Pressure for compulsory health in- 
surance continues to grow, he added. 
“Our industry faces a problem of keep- 
ing costs in line. The indigent and 
aged are a definite concern: The in- 
digent are not a direct responsibility 

(CONTINUED ON PAGE 29) 


700 Attend MDRT Annual NAIC Makes More 
Meeting At Banff Springs Plans Preparatory 


Chairman Davidson Voices 
Concern At ‘Overly Strong’ 
Competition Among Insurers 


The hope that the life insurance bus- 
iness will soon de-emphasize prize 
competition, be- 
cause of its tend- 
ency to distract the 
public from the 
real reasons for 
buying life insur- 
ance was ex- 
pressed by Chair- 
man William D. 
Davidson of the 
1958 Million Dol- 
lar Round Table in 
his report at the 
traditional break- 
fast session of the 
MDRT annual 
meeting at Banff Springs hotel in the 
Canadian Rockies. 

Mr. Davidson, who is_ associate 
agency manager of Equitable Society 
in Chicago, expressed gratification at 
the 23% increase in MDRT member- 
ship over last year’s record, bringing 
the current figure to 2,987. 





W. D. Davidson 


A Single Negative 


“The continued growth of this organ- 
ization means an ever increasing num- 
ber of people doing a substantial job 
and receiving a commensurate award 
for their efforts,” he said. “The only 
negative in the picture at this moment 
is, I believe, an overly strong competi- 
tive tendency among companies. 

“There has been a trend toward 
seeing who can set up the lowest 
premium and the highest cash value, 
and strong promotion of this with the 
insuring public. This will tend to 
divert people’s attention from the more 
important basic reasons for insuring— 

(CONTINUED ON PAGE 27) 


Members Get Research Data 
On What Makes An Agent 
A Million Dollar Producer 


Traits that distinguish the million 
dollar producer from his seemingly 
similar fellow agent who isn’t selling 
at the million-a-year pace were pin- 
pointed for members of the Million 
Dollar Round Table at their annual 
meeting at Banff. 

Robert L. Kahn, program director of 
the survey research center of Univer- 
sity of Michigan, reported on “inter- 
views in depth” conducted with a 
cross-section of MDRT members and a 
like number of potential qualifiers, se- 
lected as being similar to the quali- 
fiers in background, age, etc. 


A Battery Of Tests 


Francis L. Merritt, director of train- 
ing of Mutual Benefit Life, gave the 
results of a battery of tests he gave to 
175 members, which aimed at discov- 
ering the “personality profiles” of qual- 
ifiers and _ distinguishing between 
those qualifying in the first few years 
after entering the business and those 
taking 15 years or longer to do it. 

William T. Earls, general agent of 
Mutual Benefit Life at Cincinnati and 
a past chairman of the Round Table, 
who is chairman of the public rela- 
tions committee, acted as moderator 
and recalled the circumstances that led 
his committee to propose the research 
project. 

“When the public relations commit- 
tee was announced two years ago,” 
he said, “from all sides came sugges- 
tions that the Round Table would ren- 
der a great service to the life insur- 
ance industry if we embarked upon a 
study of ourselves to see what we’ve 
got and what we haven’t got, and what 

(CONTINUED ON PAGE 30) 





Confederation Gets Canada 
OK On Mutualization Plan 


Confederation Life has received ap- 
proval from the Treasury Board of 
Canada of a bylaw providing for the 
company’s mutualization through pur- 
chase of its own stock. 


Life Managers & General Agents 
Assn. of Milwaukee held its annual 
outing and golf tournament June 11 at 
the Ozaukee Country Club. 








Late News Bulletins... 








Final Accord Near On L. & C. Control Sale 


NASHVILLE—Holman Jenkins, attorney for Clint W. Murchison, Texas 
oil and financial magnate, was back here this week with a revised draft of 
the purchase agreement by which Mr. Murchison is buying 1.2 million 
shares of Life & Casualty stock from Chairman Paul Mountcastle, President 
Guilford Dudley Jr. and Director P. M. Estes Jr. for $40 million. It was said 
that only minor revisions remain to be made before the agreement is signed. 





w—— 
LESTER O. SCHRIVER (left), man- 
aging director of National Assn. of Life 


Underwriters, receives Syracuse Univ- 
ersity’s George Arents Pioneer medal 


and scroll for “excellence in insur- 
ance.” Others, from left, are George 
Lee, president of the alumni associa- 
tion, Keith Kennedy, registrar, and 
Chancellor William P. Tolley who 
made the presentation. 


To Senate Probe 


Northington Of Tennessee 
Advanced To President, 
Beery Of Colorado In Line 


The means to be employed in meet- 
ing the issue of the Senate investiga- 
tion of insurance caused some confu- 
sion and certainly got primary atten- 
tion at the annual meeting last week 
in Chicago of National Assn. of Insur- 
ance Commissioners. The final decisi- 
sion, arrived at only after some un- 
fortunate misunderstandings, is to 
have picked department deputies pre- 
pare material to show affirmatively 
the progress of state regulation under 
public law 15. The make-up of the 
committee on preservation of state 
regulation and the committee on fed- 
eral liaison will be changed. 

Arch Northington of Tennessee was 
elected at the final session to succeed 
Joseph A. Navarre of Michigan as 
president of NAIC. He moves up from 
vice-president, and the new occupant 
of that office is Paul Hammel of 
Nevada. Sam Beery of Colorado goes 
into line as chairman of the execu- 
tive committee, and is slated to be 
president in 1960. J. Edwin Larson of 
Florida is secretary-treasurer. 

The Chicago meeting was not one to 
cause the ulcers of industry repre- 
sentatives to act up. In the fire and 
casualty field, the report of the sub- 
committee to study statistical, rating 
and filing problems of multiple line 
contracts was not greeted with joy, 
particularly by the bureau people, and 
so there will be some changes in it 
for presentation at the December 
meeung. 

The confusion about treatment of 
the Senate investigation problem be- 
gan early, at the joint meetings of 
‘the committees on preservation of 
state regulation and federal liaison, 
both chairmanned by F. Britton Mc- 
Connell of California. In the course of 
describing his committee’s activities, 

(CONTINUED ON PAGE 21) 


Vote On N. J. 
Variable Annuity 
Off Until Fall 


TRENTON—The three variable an- 
nuity bills sought by Prudential were 
not acted upon by the New Jersey 
senate prior to the legislature’s recess- 
ing this week until after Labor Day. 

The bills had passed the assembly 
by a one-vote margin but the action 
was so close to the date for recessing 
that they were cleared by the assembly 
and delivered to the senate only Mon- 
day of this week, the day the legislature 
shut down. 

Even if it had been possible to get 
the bills released from committee, they 
would have had to lie over for 24 
hours unless an emergency resolution 
had been adopted. 
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Full Multiple Line Seen As Need 
For National, One-Stop Operation 


Should fire and casualty companies 
get into life? Will they have to do so 
in order to defend themselves? Will 
life companies go into the fire and 
casualty business? 

These and other topics were dis- 
cussed at Asheville, N. C., before the 
management conference of Conference 
of Mutual Casualty Companies by J. 
William Middendorf II of the New 
York stock exchange firm of Wood, 
Struthers & Co. Mr. Middendorf is a 
securites analyst, and his firm has 
spent a good deal of time on the sub- 
ject of insurance companies for almost 
half a century. Customers of the 
firm have substantial investments in 
the insurance business, and it man- 
ages the investment portfolios of a 
large number of insurers or provides 
investment advice. It also makes 
markets in a selected list of the top 
underwriting companies. 

Mr. Middendorf also went into the 
question of whether it is better for a 
fire and casualty insurer to start a 
life company or acquire one already in 
operation. What should it pay for a 
life insurer? Can several mutuals as- 
sociate in the acquisition of a life in- 


surer to provide their agents with full 
facilities for one stop service? What 
are the pitfalls of entering the life 
field? Is the average fire and casualty 
insurer in a position to take on the re- 
sponsibilites of a life company? How 
can the fire and casualty company 
improve its position in the days ahead? 

Mr. Middendorf suggested that his 
talk, billed as “Expansion in the Mul- 
tiple-Line Age,” might be _ re-titled 
“Survival in the Multiple-Line Age.” 


Operation Is Not New 


The operation of fire, casualty and 
life companies under one roof is not 
new, he observed. For years, such in- 
surers as Travelers and Aetna Life 
have operated with commanding suc- 
cess in fire, casualty, and life. Much 
of their success to date can possibly 
be credited to their ability to balance 
their experience in one broad field 
against that in the others. These are 
true multiple line companies, and the 
trend today seems to be towards the 
expansion into this area by other 
companies. 

The mixing of fire and allied lines 
with casualty under the same general 


corporate roof had its greatest impetus 
in recent history in 1944 when insur- 
ance was declared to be _ interstate 
commerce, and it became possible for 
mono-line companies in a number of 
states to write both fire and casualty 
coverage. An additional impetus oc- 
curred four or five years ago when 
the casualty cycle turned upward and 
a number of fire companies turned 
their attention to this field. Concur- 
rent with this, the booming stock 
market had expanded the ability of 
insurers to assume additional risks, 
and most companies that had not 
previously entered the casualty busi- 
ness set up casualty departments. 

In the last two or three years has 
occurred a new development. Since 
1945 the life insurance business has 
been experiencing a period of unprec- 
edented prosperity. Many fire and 
casualty companies have eyed these 
greener pastures and quite a number 
have now entered life insurance ei- 
ther through acquisition or by setting 
up their own life subsidiaries. It has 
always been legally possible for fire 
and casualty companies to acquire life 


(CONTINUED ON PAGE 22) 








Taxing Commissions 
On Coverage Bought 
By Agent Criticized 


WASHINGTON—The federal court 
decision, reported in last week’s issue, 
holding an agent liable for commis- 
sions on life insurance he bought for 
relatives and business _ associates, 
overlooks the fact that such commis- 
sions are “imputed income,” and it 
has not been congressional policy to tax 
that type of income, according to a 
bulletin prepared by Cooper & Silver- 
stein of this city, counsel and execu- 
tive director of Assn. of Advanced 
Life Underwriters. 

The suit was brought against the 
government by A. J. Ostheimer 3rd 
and Ruth M. Ostheimer. Mr. Osthei- 
mer is an agent of Northwestern Mu- 
tual at Philadelphia, where the case 
was tried, and also heads a general 
insurance firm and a pension planning 
organization. 

Said the AALU bulletin, comment- 
ing on the decision: 

“1. This decision supports a Treas- 
ury position of long standing which 
has always been considered to be 
questionable. The most recent state- 
ment of the Treasury position was 
contained in revenue ruling 55-273, 
1955-1 Cum. Bull., p. 221. This ruling 
justified the decision by basing it on 
the fact that the agent stands in an 
employer-employe relationship with 
the insurance company. The oppor- 
tunity to purchase the insurance at a 
reduced rate arises out of this rela- 
tionship, hence it is a form of con- 
structive income from employment. 

“No consideration is given to the 
fact that this income is ‘imputed in- 
come.’ This type of income has been 


(CONTINUED ON PAGE 17) 


Ernst, Wallace Win Gordon Award 


In a precedent shattering decision 
the Harold R. Gordon award commit- 
tee of International Assn. of A&H 
Underwriters named two men to re- 
ceive the “Man of the Year’ award. 
They are Carl A. Ernst, superintend- 
ent of agencies North American L.&C., 
and Travis T. Wallace, president Great 
American Reserve. 

Mr. Ernst is a past president of the 
international association, having served 
in 1951-1952. Mr. Wallace is the newly 
elected president of Health Insurance 
Assn. Both were speakers during the 
course of IAAHU’s annual convention 
June 11-14 at the Statler hotel in 
Los Angeles. The presentation of the 
awards was made at the final banquet. 

In making the presentation, Earl 








President-elect Harry R. Pinney 
(left) of California Assn. of Life 
Underwriters receives the gavel from 
retiring president E. G. Velthouse, 
Pasadena, during the banquet which 
concluded the convention in San Jose. 
Mr. Pinney is general agent at Oakland 
of Bankers Life of Nebraska, while 
Mr. Velthouse is a district agent for 
Northwestern National. 


Montgomery, a former Chicagoan, and 
now with Provident L. & A. in Los 
Angeles, explained the award com- 
mittee’s decision. 

Mr. Montgomery said the record bal- 
loting counted out substantially for 
each of the candidates. It was felt 
that geographical distribution of nom- 
inating ballots showed strong support 
for each man from widely spread areas 
throughout the country. The back- 
ground of Messrs. Ernst and Wallace 
indicate accomplishments far beyond 
local or company leadership. Both men 
have given of their time and talents 
in devotion to the industry in a meas- 
ure that has been continuing and that 
has provided lasting benefits to the 
business. Both have continued to 
shoulder new responsibilities in the 
association and in the industry long 
after they had reached high levels of 
prominence. The decision for the dual 
awards was unanimous on the part of 
the judges. 

The two men become the 10th ani 
11th recipients of the award in the 10 
years now that it has been given. 
Former Harold R. Gordon “Man of the 
Year” winners were: Edward H. 
O’Connor, V. J. Skutt, William E. Leb- 
by, the late Bert A. Hedges, John Gal- 
loway, E. H. “Count” Mueller, E. J. 
Fauikner, James E. Powell and Leo- 
nard A. McKinnon. 

All segments of the business were 
asked to vote and were provided with 
ballots—company executives, trade as- 
sociation staffs, insurance commission- 
ers, trade press, association members 
and others connected with the business 
in various capacities. Both the number 
of nominating ballots and number of 
persons nominated were new records. 
Each nomination required the submis- 
sion of supporting biographical data. 
The judges ruled out all nomination 
ballots that failed to meet these and 
other technical requirements. 
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Can Use Surplus 


N. Y. Halves Blue 
Cross Rate Filing, 
Advises Cost Cuts 


NEW YORK—Superintendent Julius 
S. Wikler has denied the application of 
Associated Hospital Service of New 
York for a 40% increase in rates. 
However, he indicated he would ap- 
prove a 22.3% emergency increase if 
the Blue Cross plan will amend its 
filing to that figure. The emergency 
increase would apply pending a study 
of all hospitalization and medical plans 
in New York which will be conducted 
by Columbia University school of pub- 
lic health and administrative medicine. 

In his decision, Mr. Wikler states 
that the current financial condition of 
Associated Hospital Service is attribu- 
table to a number of factors. It is 
crystal clear, he declared, that the 
problems of the plan cannot be solved 
merely by an increase in rates. The 
Columbia study, which will be com- 
pleted in a year, is designed to answer 
the basic problems affecting all Blue 
plans in the state. The study is expect- 
ed to provide methods of appraising 
the efficiency of operations of the 
plans generally and will disclose what 
economies, if any, may be effected, 
and how they may be accomplished, 
the decision states. 


Cites High Losses 


Because of increased costs and use 
of hospital facilities, surplus of AHS 
was reduced by more than $23 million 
in the 15 months ended last March 31. 
AHS is losing $3 million a month. 
These and other facts were brought 
out at a hearing conducted by Deputy 
Arthur F. Lamanda June 2-3. 

Mr. Wikler said he was prepared to 
permit AHS to use its special contin- 
gent surplus fund in such amounts as 
may be needed during the period ended 
Sept. 30, 1959—subject to Mr. Wikler’s 
approval. This, he indicates resolves 
the immediate issue of the minimum 
relief necessary with due regard for 
the plan’s solvency. He believes a 
22.3% increase in rates will achieve 

(CONTINUED ON PAGE 28) 


N. Y. Broker Named 
Kefauver Aid In 


Insurance Inquiry 


WASHINGTON—Jess E. Gross, 
New York insurance broker with a 
background of 30 years in the business, 
has been appointed consultant to Sen. 
Kefauver, chairman of the Senate 
anti-monopoly subcommittee that is 
investigating state supervision of the 
insurance business and the effective- 
ness of public law 15. 

The firm headed by Mr. Gross en- 
gages in all lines of insurance, includ- 
ing life. In addition to acting as a 
broker, it is an agent for Detroit F.&M. 
In the life field, it places business 
with New York Life, and John Han- 
cock. It operates in 48 states and has 
some of the largest chains of stores 
among its clients. 

While Mr. Gross will report to Sen. 
Kefauver, the senator will not directly 
engage in the insurance phases of his 
committee’s work, those having been 
assigned to Sen. O’Mahoney and Sen. 
Langer. 
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“Our 17-year 
association has 
shown us why 
New England Life 
1s so prominent in 
the pension field” 


This comment was made 
recently by David Edwards, 
Secretary and Treasurer of 
Struthers Wells Corporation. 
If -you’re concerned with 
pension business, we be- 
lieve you will be interested 
in the story that’s behind 
his statement. 


N 1941 the forward-looking management of the 
Struthers Wells Corporation saw the value of an 
Employee Pension Plan for salaried personnel. Such 
a plan would help to attract and keep the qualified 
engineers and technicians so essential to the manu- 
facture of specialized products. 


It was fitting that this company, with its long ex- 
perience and highly developed skills, should entrust 
the designing of its pension plan to a company equally 
distinguished in its own field — New England Life. 


The agent who set up the original Struthers Wells 
Pension Trust was Robert W. Brooks, one of our 
early specialists in the development of Employee 
Benefit Plans. He worked closely with company 
management, their attorneys and our own Home 
Office Pension Department. The result was a plan to 
fit the specific needs of the company — providing 
realistic pension income, plus adequate death and 
termination benefits. 





This 2500-ton hydraulic forming press at Struthers Wells is putting “crimp” in 
plate edge, in preparation for forming the plate into a section of giant cylinder. In 
plants at Warren and Titusville, Pa., the company has pioneered for over 100 years 
in the design and manufacture of custom-built metal products. 


Through the years the Plan has grown and been 
modernized along with the Struthers Wells Corpora- 
tion itself. It has continually kept pace with major 
economic developments. And this up-to-the-minute 
supervision didn’t end with the death of Mr. Brooks 
in 1955; another of our capable pension specialists, 
Buckley Hubbard Jr., has continued the high stand- 
ard of alert, comprehensive service. 


It is this continuity of fine service during the past 17 
years that has most impressed Mr. Edwards. We’re 
convinced it’s one of the major reasons why New 
England Life is a leader in the pension field, writing 
the most Individual Policy Pension business year 
after year. 


NEW ENGLAND 
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Larger Building To 
House LIAMA Will 


Be Ready Next Year 


HARTFORD—LIAMA has outgrown 
its building here and will move to an- 
other a few hundred feet away, when 
the new structure is completed, prob- 
ably early next year. It will be on Sig- 
ourney street, just north of Asylum 
avenue. 

LIAMA will lease about two-thirds 
of the three-story building, from the 
owner, a realty company. LIAMA has 
outgrown the present building in only 
seven years, its staff having grown 
about 50% in that time. 

The new building will be on three 
levels and will have year-round air- 
conditioning. 

Assisting the LIAMA staff in mak- 
ing plans for the building is a com- 
mittee of life insurance executives, 
headed by Raymond W. Simpkin, 
agency vice-president of Connecticut 
Mutual Life and a member of the 
LIAMA board. 


Cooperative Life of America, Salt 
Lake City, has recently changed its 
name to Country Mutual Life. 


He NATIONAL UNDERWRITER 


Adams Cites Need For Curbing Abuses 


President Albert C. Adams of Na- only publicize these abuses and hope 


tional Assn. of Life Underwriters in that 


addressing’ the 
Philadelphia as- 
sociation, cited the 
need for more in- 
tegration of local 
and state efforts 
against abuses in 
the business. 
“NALU has had 
many calls and 
much __ correspon- 
dence in the last 
few years in con- 
nection with what 
are generally con- 
sidered to be abuses in the sale of life 
insurance,” he said. “Without power 
of any kind, and actually without suf- 
ficiently unified opinion, NALU can 





Albert C. Adams 





its membership will see the 
dangers of their continuance. 

“We would naturally be more effec- 
tive and would better serve the insur- 
ance-buying public if our local associ- 
ations operated in a well informed, 
unified effort. Many of these situations 
are heavy in impact but fortunately 
of short duration. But in all fairness, 
don’t blame your national association 
because it does not immediately step 
into such situations and have them 
corrected. It just does not have the 
power. 

“T feel that there are some situations, 
such as the matter of group insurance, 
which will only be settled by legis- 
lation and this, therefore, becomes as 
much the problem of the state and 
local associations as of NALU.” 





Birmingham CLUs Elect Mitchell 


Birmingham (Ala.) CLU chapter has 
elected the following officers: Tom 
L. Mitchell, Mutual of New York, 
president; Frank W. Williams, Pru- 
dential, vice-president, and Emmett 
O. Kirkland, Guardian Life, secretary- 
treasurer. 





Why 


DO 


® 


GET FURTHER FASTER 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 


prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home: 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of on in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 
indebtedness! 


LIFE INSURANCE COMPANY 
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4. Group sales: Monarch men can 
offer group insurance as well as 
regen coset disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives—without exception. Result: 
@ management training program 
that is working! 


1 Want more details on why | 
| Monarch men get further 
| faster? 

Write to our Dept. PR-9. 


in saiani cilia semiininarcant igen 


SPRINGFIELD, MASSACHUSETTS 





Life In Force May 
Reach $480 Billion 
By End Of Month 


Authorative estimates indicate that 
total life in force will be in excess of 
$480 billion on June 30, according to 
Institute of Life Insurance. The gain 
in total life insurance owned by 
American families with American and 
Canadian companies in the first half 
of 1958 will probably be the largest 
on record for any comparable period. 

Such a total would bring life insur- 
ance ownership through life compa- 
nies to more than $9,000 per family, or 
three times that of only 15 years ago. 
Eliminating those not owning any life 
insurance, the average per insured 
family would probably be in excess 
of $11,000. This is on the basis of a 
record number of policyholders. 

Purchases of new life insurance 
also appear to be setting a new record 
in the first half of 1958, the institute 
reported. Preliminary indications are 
that they will be in the neighborhood 
of $33 billion in the first six months. 


Policy Size Increases 


Contributing to the larger volume 
this year is the greater average size 
of ordinary policy purchases, said the 
institute. Policies of this type, which 
account for two-thirds of aggregate 
life being bought, are averaging over 
$5,500. This is one-tenth larger than 
the average a year ago and almost one- 
third larger than the average two 
years ago. 

Payments to policyholders and ben- 
eficiaries will also reach a new peak 
this year, according to the institute 
report. In the first six months, these 
payments will amount to nearly 
$3,700,000,000 for a rise of $400 mil- 
lion over a year ago. Death benefits, 
alone, are estimated at more than 
$1,500,000,000 for the half year, up 
nearly 15%, a large part of which re- 
flects the greater amount of protection 
outstanding. At this rate, the total 
life payments for 1958 may reach $7,- 
500,000,000, the institute reported. 


Agent Wins Life Of N. A. 


Award In 20-Day Contest 

John A. Diemand, president of Life 
of North America, presented an award 
to Lawrence F. Graves Jr., who, in a 
20-day contest among Philadelphia 
agents, led with $124,000 sales. The 
award was presented on the occasion 
of the agency’s move to larger quar- 
ters. E. Leslie Ross, manager, said that 
more than $214 million had been paid 
for since the agency opened six 
months ago. 
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Edward Hicklin Is 
Candidate For NALU 
Board Of Trustees 


Edward Hicklin, manager of Occi- 
dental Life at Burlington, N.C., and 
former president 
of North Carolina 
Life Underwriters 
Assn., has entered 
the race for trustee 
of National Assn. 
of Life Under- 
writers. 

Mr. Hicklin is 
serving the na- 
tional association 
as a regional 
chairman of the 
membership com- 
mittee. He has 
been active in the workshops at the St. 





Edward Hicklin 


Louis, Hartford, Washington, D.C. 
Roanoke and Detroit meetings of 
NALU. 


Besides having been president of the 
state association, he was an organizer 
and chairman of North Carolina Lead- 
ers Club. 

Mr. Hicklin has been president of the 
local association, national and _ state 
committeeman, and chairman of LUTC, 
insurance week and education commit- 
tees. 

Mr. Hicklin is a graduate of the Pur- 
due course and the LIAMA manage- 
ment school. He was recently elected a 
director of North Carolina A&H. Assn. 


New Highs For A&S 
Payments, Insured 


More than $4 billion—a rate of about 
$11 million per day—of the nation’s 
health care bill will be paid in 1958 
through voluntary health insurance 
programs, according to an _ estimate 
made by Health Insurance Council 
based on its annual survey of health 
coverage in the U. S. in 1957. Benefits 
paid for hospital, surgical, and medical 
care, last year amounted to $3.5 billion, 
up 20.7% over 1956, and an all-time 
high. 

The survey is based on reports of 
insurance companies, Blue Cross-Blue 
Shield and other health care plans. 

The council, in a projection of 1957 
figures, estimated that at June 1, 1958, 
123 million persons had voluntary cov- 
erage for hospital expenses, 111 million 
for surgical expenses, 74 million for 
regular medical, and 15 million for 
major medical, for a total of 72% of 
the population. 

The council also reported that in- 
surance companies in 1957 paid a total 
of $740 million in benefits for loss of 
income which, added to the $3.5 billion 
paid in other health benefits, brought 
the total to $4.2 billion. 

During the year policyholders in- 
creased as follows in these categories: 








hospital care, 5 million; surgical ex- | 
pense, 8 million; regular medical, 7 | 


million; and major medical, 4 million— 
the last a gain of almost 50%. Loss of 
income policyholders were up 1 mil- 
lion. 

At the year end, 90% of those with 
hospital expense protection, also car- 
ried surgical expenses, while about 
59% of those with hospital care also 


had regular medical expense coverage. | 


For the second straight month and 


for the fourth time during his career | 


with Midland Mutual Life, Philip Fass, 
Beverly Hills, has captured “man of 
month” honors by leading the entire 
field force. 
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Institute Of Life 
Insurance Releases 
Educational TV Films 


“Project: Security,” a new television 
series that provides a concise, non- 
technical look at the life insurance 
business has been released by Insti- 
tute of Life Insurance and had its 
premiere showing on Chicago’s edu- 
cational TV station, WTTW-TV 
(Channel 11) on June 13, from 8:15 
to 8:30 p.m. Other films in the series 
are appearing on successive Fridays 
in the same time slot through July 11. 

The series was produced in cooper- 
ation with the Organization for Na- 
tional Support of Educational Televi- 
sion, whose aim is to aid the growing 
educational TV movement by develop- 
ing industry-financed public service 
programs. Insurance educators, tech- 
nical experts and professional per- 
formers appear on the programs to in- 
terpret to the viewing public, through 
various dramatic techniques, the fun- 
damentals of life insurance. 


Five To Seven Minutes 


With the exception of one 13-min- 
ute film—a simulated quiz show 
which presents a clear definition of 
life insurance—the films range in 
length from five to seven minutes 
each and consist of nine films pro- 
grammed in units of two for quarter- 
hour showings. 

It is planned to make the series 
available to educational TV stations 
during the summer and fall of 1958, 
after which the individual films will 
be offered to life. companies, agent 
associations, schools, colleges and uni- 
versities on a free-loan basis or for 
purchase. 


Educational TV Stations 


Some of the cities which have edu- 
cational TV stations are Seattle, Okla- 
homa City, St. Louis, San Francisco, 
Corvallis, Ore., Andalusia, Ala., Ur- 
bana, Ill., Memphis, Munford, Ala., 
Denver, Minneapolis, Houston, Lin- 
coln, Birmingham, Ala., Chapel Hill, 
N. C., East Lansing, Mich., Miami, Cin- 
cinnati, Boston, Madison, Philadel- 
phia, Columbus, Pittsburgh, Detroit, 
New Orleans, Atlanta, Milwaukee, 
and Salt Lake City. 

Two films—What Is Life Insurance? 
and Using Life Insurance—have pro- 
fessional performers. Other films and 
guests are Who Can Get Life Insur- 
ance?, Donald F. Barnes, vice-president 
of Institute of Life Insurance; Kinds 
of Life Insurance, Hal L. Nutt, direc- 
tor of the Purdue course; Your Life 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WaAbash 2-2535 Teletype CG1475 


Yeu may telephone orders collect. 
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Insurance Policy, Davis W. Gregg, 
president of American College; Your 
Life Insurance Premiums, Arthur C. 
Daniels, vice-president of Institute of 
Life Insurance; Your Life Insurance 
Agent, Albert C. Adams, president of 
National Assn. of Life Underwriters; 
Life Insurance for Women, Betty S. 
Martin, assistant director of the wom- 
en’s division of Institute of Life In- 
surance, and Your Life Insurance 
Dollars, James J. O’Leary, director of 
economic research of Life Insurance 
Assn. of America. 


FTC Examiner Finds 
For A&S Insurer On 
Advertising Charges 


WASHINGTON—FTC Examiner Cox 
has decided that the commission’s com- 
plaint against Professional of Jackson- 
ville, charging misrepresentation of 
benefits of its A&S policies, should be 
dismissed. 

FTC charged the company with ad- 
vertising misrepresentation of the dur- 
ation of policies, extent of coverage, 
maximum amounts paid for hospital- 
ization and surgery, and health status 
of applicants. 

Without ruling on the merits of the 
charges, the examiner held that de- 
fenses set up by the company warrant 
dismissal of complaint. These defenses 
were that FTC lacks jurisdiction, and 
that the challenged advertising “has 
been voluntarily abandoned without 
likelihood of resumption.” 


Cites Two FTC Decisions 


Concerning the first ground, Exam- 
iner Cox cited two decisions by FTC 
holding that it has authority to reg- 
ulate insurance advertising in inter- 
state commerce. These decisions were 
later reversed by the U. S. court of 
appeals for two circuits, he said, and 
both cases have been argued before 
and are awaiting decision by the 
Supreme Court. 

“Based upon the decisions of the 
two circuits,’ Mr. Cox said, “which 
represent the present status of the law, 
the conclusion is inescapable that in 
this proceeding FTC is without juris- 
diction, and the complaint should be 
dismissed.” 

Turning to the second defense, the 
examiner said a stipulation between 
counsel for both sides shows that the 
complained-of advertising, used in 
1953 and 1954, has been abandoned 
fully and voluntarily. It also reveals 
that the company unequivocally has 
no intention of resuming this or sim- 
ilar advertising. 


“Complete Abandonment” 


“A more complete abandonment,” 
the examiner commented, “short of 
going completely out of business, can- 
not be envisioned. There is no reason- 
able likelihood that respondent will 
resume the practices; everything which 
could be accomplished by a cease-and 
desist order has already been accom- 
plished by the voluntary act of respon- 
dent. Under these circumstances, 
following commission precedent, the 
complaint should be dismissed. . .” 

According to the examiner, the com- 
pany sells policies only through per- 
sonal calls by its agents in the states 
in which it is licensed, Alabama, 
Arkansas, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, South Carolina, 
Tennessee and Texas. Although it 


accepts premiums from insured moving 
to other states, such business is neg- 
ligible compared to the total amount 
of premium received. 

Among other things, the stipulation 
shows that all policies have exceptions, 


Honor Russell Townsend At Indianapolis Dinner 


Representatives of insurance, educa- 
tion, and politics honored J. Russell 
Townsend Jr., general agent Equita- 
ble of Iowa, Indianapolis, at a dinner 
honoring his 25 years of teaching CLU 
courses at Butler University. 

Dr. M. O. Ross, president of Butler, 
paid tribute to Mr. Townsend as “a 
man who has built distinguished ca- 
reers in three different fields: Teach- 
ing, insurance and politics.” Mr. Town- 
send has also served in the Indiana 
house and is currently serving in the 
senate. 

Others paying tribute to Mr. Town- 
send were Commissioner Palmer; Dr. 
R. I. Mehr, professor of finance Uni- 
versity of Illinois, speaking as a repre- 


sentative of American Assn. of Uni- 
versity Teachers of Insurance; Dr. John 
Kier, director of educational services 
American College; and E. E. Cooper, 
assistant agency vice-president Equi- 
table of Iowa. George Diener, speaker 
of the Indiana house, presented a 
“diploma” from the governor making 
Mr. Townsend “ a Sagamore of the 
Wabash.” 


Dinner Jointly Sponsored 


The dinner was sponsored jointly 
by the Insurance Society of the uni- 
versity and the Indianapolis CLU 
chapter, with Richard Englehart, of 
Equitable Society, CLU chapter presi- 
dent, presiding. 





limitations, exclusions and waiting 
periods not fully set out in advertising 
(newspaper, radio and mailing pieces), 
but their existence was explained fully 
to the prospects by the company’s 
agents; and that neither the company 
nor the various state insurance depart- 
ments have received any complaints 
concerning the advertising. 


CENTRAL LIFE 








St. Louis CLUs Elect 


St. Louis chapter of CLU has elected 
the following officers: F. Russell Fette, 
New England Life, president; Warren 
G. Pryor, New York Life, Ist vice- 
president; Joseph H. Krull, General 
American, 2nd vice-president; and Kay 
C. Koetter, Occidental of California, 
secretary-treasurer. 


A leader and .., 
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Preferred Combination Life (PCL) 


with true graduated premium! 


Disability Income Continuance (DIC) 


revolutionary new disability income! 


Preferred Investment Plan (PIP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. . with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
... one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Cantial Life 


ASSURANCE COMPANY, 


DES MOINES 6, 1OWA 


Progressive and competitive, yes, . . . but not 


at the expense of financial security 


ASSETS | $155 Million 

surPLUS | $ 13 Million 

INSURANCE | $500 Million 
IN FORCE 
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Life Sales Opportunities Excellent; 
Will Get Better, Says J. E. Carnal 


A recent nation-wide survey made 
by University of Michigan and com- 
piled by Institute of Life Insurance 
showed that in approximately one out 
of every seven families no members 
were insured, J. Edward Carnal, 2nd 
vice-president Occidental of California, 
recently remarked in his speech at the 
company’s Los Conquistadores con- 


ventions in Miami, Chicago and Coron- 
ado, Cal. 

This statistic was quoted in Mr. 
Carnal’s talk, “Circuits Overloaded?” 
in which he illustrated the many op- 
portunities in life sales today, and 
indicated the kind of future a life 
salesman could expect. 

Mr. Carnal said he had recently 


talked to two men, both making more 
than $50,000 a year, and each of them 
said if they were young men today 
they were not sure they would select 
life insurance as a career because of 
“diminishing markets.” 

Admitting that group life is spread- 
ing, and is here to stay because “it 
does the job we sometimes can’t do,” 
Mr. Carnal recommended that life men 
“get on with the job that we as life 
salesmen have only started to do.” 

Referring to the needs of Americans 
and Canadians for future money, he 











"i Sell Life Insurance but I Don’t Sell Alone!” 


SAYS ROBERT W. DUNSTAN, OF WARREN, OHIO AND THE CLEVELAND OFFICE—A LEADING AMERICAN UNITED PRODUCER 


“T believe that selling life insurance requires partnership. 
“That’s why I’m in business with American United, 

“The Company with the Partnership Philosophy’—a phi- 

losophy that’s also shared with our policyholders. 

“I'm backed-up by enthusiastic, progressive specialists in 
all departments of the home office, and by my agency. They 
willingly work with me to solve my clients’ problems. 

“We have all forms of Life, Group and A & S. Every- 
thing that’s new! And, we have good tools to help me sell. 

“With this kind of partnership help, I do a better job of 
selling and servicing for American United. 

“It’s a great company to buy from . . . and to sell for!” 


AMERICAN UNITED LIFE INSURANCE COMPANY e« 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY - GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 





My home office ‘‘partners’—key personnel who back me in the field— 
are pictured in background of above photo. In front of desk, left to right: 
Ralph Caldwell and Les Barlet. At desk, left to right: John Ulrey, Ralph 
Campbell and John Pearson, M.D. Right-hand group: Fred Letwin, 
John Lauter, and Morris Conn. 
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noted that the large number of post- 
war babies are just starting to become 
teen-agers. These young people will 
be setting up their own households in 
the mid-60’s, he said, and proportion- 
ately there will be more of them, 
which means that home ownership, 
already a fact with 60% of families, 
will increase still further. 

The college picture also presents 
some interesting statistics, Mr. Carnal 
noted. Enrollment is now more than 
three times what it was 30 years ago, 
and 20 years from now it will be more 
than three times as high. 

Another relatively untouched mar- 
ket is life insurance on women, he said. 
“In the not-too-distant past, insurance 
on wives was restricted to burial funds, 
and, if you were on your toes, you 
enlarged ‘this to include the cost of a 
housekeeper until the widower could 
find a new mate. If you present to your 
clients present-day problems indicating 
a need for wife insurance effectively, 
your share of greater gain can be 
fantastic by comparison.” 

Indicating that the obligation for 
future money to provide retirement 
funds is extremely real, Mr. Carnal 
quoted the Federal Reserve Board as 
stating that 65% of people reaching 
age 65 have an income of less than 
$1,000, and 36% have no income at all. 


Nostradamus To Baruch 


Noting that many investors had lost 
in the recent slump, he said this show- 
ed the importance of the ‘“old-fashion- 
ed, hard, but sure way of saving 
through life insurance. If our buy- 
term-and-invest-the-difference philos- 
ophers had the foresight of Nostrada- 
mus, the wisdom of Solomon, the pa- 
tience of Job, the luck of the Irish, 
and Bernard Baruch as their invest- 
ment counsel, they might well be ahead 
of the game. But, of course, they would 
never really know until they sold.” 

Referring to the University of Mich- 
igan survey, Mr. Carnal said it showed 
that almost one-third of the families 
had only one member insured, and in 
only one out of every four families 
did one member, usually the family 
head, have $5,000 or more. Especially 

(CONTINUED ON PAGE 19) 


Lambert Elected 
By Boston Agents 


Robert E. Lambert, agent of Massa- 
chusetts Mutual, has been elected pre- 
sident of Boston Life Underwriters 
Assn. at the 75th anniversary meeting. 
The Boston group is the oldest life 
agents association in the country. 

Others elected were George A. Gal- 
lagher, manager of Metropolitan Life, 
1st vice-president, and Robert B. Whit- 
temore, general agent of Connecticut 
Mutual Life, 2nd vice-president. 

Directors elected were Joseph V. 
Aieta, Home Life; Lario J. Balboni, 
Metropolitan Life; Michael J. Clearo, 
Equitable Society; Daniel H. Coakley 
Jr., New York Life; Michael J. Kear- 
ney, Metropolitan Life; John Mullen, 
John Hancock; William R. Sapers, New 
England Life; Donald Shepherd, John 
Hancock; Jason E. Stone Jr., North- 
western Mutual; George B. Under- 
wood, Prudential; Richard M. Wert- 
heim, Acacia Mutual Life, and Albert 
J. Woodward, Phoenix Mutual Life. 








Distinguished Awards 





Brochure Free 
Scrolls e Illuminated Resolutions 
Certificates 
Walnut e Bronze e Laminated Plaques 
BEAUX ARTS ENGROSSERS 
award specialists 
30 No. La Salle St., Chicago 2, I11. Dearborn 2-5242 
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Group Protection Against 
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AS WELL AS: ' 
Poliomyelitis Leukemia ; 
Spinal Encephalitis 1 
Meningitis Rabies i 
Smallpox Scarlet Fever i 
Diphtheria Tularemia ; 
Tetanus Typhoid 1 
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LANLER 


AVIATION AND SPECIAL RISK DIVISION 
BANKERS LIFE & CASUALTY COMPANY 


$15,000.00 





AGGREGATE LIMIT OF LIABILITY 


Broad coverage at low cost has made 
the Group Dread Disease Policy of- 
fered by the Aviation and Special Risk 
Division of Bankers Life & Casualty Co. 
the leader in this field during recent 
years. Now, the same broad coverage— 
low cost protection is extended to include 
the most dread disease of all—Cancer! 


For Employee Groups of 10 or More 


And no participation requirements 
(where permitted by State law) 


For Individual Employees or 

For All Members of the Household— 
for whom application is made. The 
term “All Members of the Household” 
embraces all persons living at the ad- 
dress of the insured, but excluding in- 
dividuals in no way related to the 


insured. The same liberal definition of 
“All Members of the Household” that 
has made our Group Disease Policy 
the leader in the field still applies. 


Manifestation Wording 


The Company Will Pay for loss due to 
expenses as a result of a covered dis- 
ease which first manifests itself during 
the period of insurance, and incurred 
within 3 years thereafter subject to 
the aggregate amount stated in the 
policy and the limit of liability in the 
case of Cancer. 

The policy wording with regard to 
Cancer coverage is... “Pathologically 
diagnosed cancer (other than Leu- 
kemia) which first manifests itself 
during the policy period.” 


AVIATION AND SPECIAL RISK DIVISION 
BANKERS LIFE & CASUALTY COMPANY 


4444 W. Lawrence Ave., Chicago 30, Illinois 


Limits of Liability for Cancer 


(Based on the insured person’s age at the 
time of diagnosis) 


61 to 65 





Weekly Indemnity 


In addition to the medical expense 
benefits—policy pays $25.00 per week 
while hospitalized for one of the speci- 
fied diseases—up to 26 weeks. 





Low Annual Rates 
For Employee Only .... $6.00 


Employee and All 
Members of Household $12.00 


Available on 


Annual Basis only 


Write Today for DETAILS 
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Survey Shows Inflation, Recession Big 
Factors In Policy Loans And Surrenders 


Northwestern Mutual has com- 
pleted a survey of policyholders who 
have taken out loans or surrendered 
their policies, which reveals that the 
recession and inflation play an impor- 
tant part in policyholders’ reason for 
loans or surrender and that service 
from the agent or home office con- 
tributed very little toward the large 
increase in cash disbursements in 
this area—from $52,792,000 in 1956 to 
$71,173,000 in 1957. 

The survey questionnaire was de- 
signed to give information on the ex- 
tent to which the upward trend in 
loan and surrender disbursements is 
due to the current recession; how 
much can be blamed on inflationary 
tendencies in our economy and how 
much, if any, is due to poor service 
from the agent or the home office. 

Northwestern Mutual wanted to see 
what attitudes its policyholders took 
toward the loan privilege and wheth- 
er or not they planned to pay loans 
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EQUITABLE LIFE OF IOWA IN 


Whether they’re building motor cars in Detroit, 
racing them on the Indianapolis Speedway, or liv- 
ing quietly in the rural areas, a sizable number of 
people in Michigan and Indiana are insured by 
Equitable Life of Iowa. That’s due largely to the 
efforts and fine insurance service provided by 
these general agents and their agency associates. 
To these men, a salute from the Equitable Life! 


LIFE INSURANCE COMPANY OF IOWA 


back promptly. The company also 
wanted to see what the primary rea- 
sons for policy surrenders were and 
whether there might not be something 
they could do to improve persistency 
levels. 

In order to secure an adequate 
sample, all policy loan cases and all 
surrender cases, excluding pension 
trust and surrender of additions, were 
surveyed by Northwestern Mutual for 
a three week period during March. In 
addition, an extra sample of large 
amount cases, $10,000 and over, for 
both loans and surrenders, was in- 
cluded in the totals by taking all such 
cases for the first quarter of 1958. The 
survey was conducted on a completely 
anonymous basis. 

Survey questionnaires and accom- 
panying letters were carefully pre- 
tested by personally interviewing sev- 
eral people who had just effected loans 
or surrenders. ihe purpose of the pre- 
test was to make certain that the 
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questions were clear and that the sur- 
vey approach would be inoffensive. 
Advance notice of the survey was given 
to general agents and agents. 

Policy loan surveys were sent to 1,- 
792 individuals and replies were re- 
ceived on 1,155 of these cases for a 
65% return. Policy surrenders ques- 
tionnaires were mailed to about 900 
individuals and the response was 479 
for a return of 53%. 

Individuals surveyed were asked to 
check off the primary reason for either 
the loan or surrender from a dozen 
or so reasons listed on the survey 
questionnaire. An “other reason” 
blank was provided in case none 
of the listed reasons applied and the 
individual was invited to use the re- 
verse side of the form for any com- 
ments he wished to make. 


Give Reasons For Loans 


The results of the loan survey, in 
which the individual was asked to 
check off his primary reason for a 


loan, showed that funds needed in 
business operation accounted for 
21%; home or home improvement, 


15.1%; pay off indebtedness (other 
than bank loan), 11.7%; reduced in- 
come from employment, 7.0%; to pay 
taxes, 6.6%; pay unusual medical ex- 
penses, 5.8%; to purchase auto, 5.3%; 
to pay auto loan, 3.7%; investment in 
stocks, 3.7%; investment in real es- 
tate, 3.2%; for children’s education, 
2.2%, and others, 14.7%. 

The major “other” reasons for loans, 
which had to be written into the sur- 
vey form, were to pay premiums and 
to buy more life insurance. Three per- 
cent of policy loans were made for 
the purpose of buying more life insur- 
ance. An additional 2% indicated that 
the loan was to pay premiums. Since 
automatic premium loans were not a 
part of this survey, it is possible that 
some of these respondents were also 
paying premiums on new life insur- 
ance. These percentages, while small, 
were especially significant since they 
were written-in rather than checked- 
off responses. 

A second breakdown of loan survey 
figures, which was a tabulation of all 
reasons given by the total policy loan 
respondents, showed results which 
correspond quite closely to the tab- 
ulation above. 


Have Reduced Life Needs 


In the policy surrender survey the 
primary reasons’ and _ percentages 
were: Life insurance needs reduced, 
16.1%; to pay off current indebted- 
ness, 13.0%; to purchase another pol- 
icy, 9.8%; investment in stocks, 7.8%; 
investment in real estate, 3.5%; in- 
vestment in bonds, 0.9%; reduced in- 
come from employment, 7.5%; for re- 
tirement purposes, 7.3%; towards pur- 
chase of a home, 6.0%; for children’s 
education, 3.7%; funds needed in 
business operation, 3.5%; pay unusual 
medical expenses, 3.2%; to pay taxes, 
1.3%; purchase of auto, 0.6%; others, 
15.8%. 

These figures showed that the big- 
gest single reason given for surrenders 
was “life insurance needs reduced,” 
and written comments indicated that 
while some of these were: bona fide 
cases where the need for life insur- 
ance had diminished, others could not 
be considered as such from the life 
insurance man’s point of view. It was 
obvious that some of the people sur- 
rendering their policies did not un- 
derstand the nature of life insurance 
very well, according to the survey 
analysis. 

The response “for retirement pur- 
poses” which accounted for another 
7.3% of the surrenders, was clearly 
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Complications Arise 
In Texas Over Who 


Names Liquidator 

AUSTIN—The “Battle of Liquida- 
tion” presented a complicated front 
last week when two appointees were 
attempting to take charge of the liqui- 
dation division of the Texas depart- 
ment. 

It began when Commissioner Wil- 
liam A. Harrison, by telegraph from 
Chicago where he was attending the 
NAIC meeting, fired Liquidator James 
M. Williamson and appointed C. H. 
Langdeau, one of the key assistants 
in the division, to the post. Mr. Har- 
rison also notified District Judge 
Charles O. Betts of the appointment, 
but Judge Betts wired back that he 
had appointed V. F. Taylor, an attor- 
ney in the division, as receiver in all 
pending insurance liquidation cases 
in his district court, including the ICT 
and U. S. Trust & Guaranty. 

This, it is believed, paves the way 
for a lawsuit to determine the author- 
ity of the commissioner and the re- 
ceivership judges. Some legal author- 
ities, speaking informally, hold that 
the present dual procedure provided 
in the law is probably unconstitutional 
in that it requires a court to name a 
receiver chosen by an executive agen- 
cy. 

At an earlier court of inquiry called 
by Judge Betts it had been learned 
that Mr. Langdeau and Cecil Rotsch, 
counsel for the liquidator, had at- 
tempted to resign but that the move 
had been blocked by Mr. Harrison. 

Still another angle in the “battle” 
is a suit filed a few weeks ago by Mr. 
Harrison and the department that 
seeks to block payment of $50-a-month 
pay raises ordered by Judge Betts for 
three liquidation attorneys, including 
Mr. Taylor. 








related to the “life insurance needs 
reduced” category. It was learned 
from the many survey comments that 
the number of people surrendering be- 
cause of old age was _ considerably 
greater than the number that indi- 
cated the funds would be used for re- 
tirement purposes. A number of such 
people whose need for insurance no 
longer existed mentioned other rea- 
sons. 

It was also noted in the survey 
analysis that many cash surrenders 
by older people were motivated by the 
feeling that they can provide them- 
selves a better retirement by taking the 
money and investing it under a settle- 
ment option arrangement. 


Inflation As Cause 


People surrendering to buy stocks 
frequently mentioned the inflationary 
trend as the underlying cause for 
their surrender. 

Some of the “other” reasons given 
showed that a smattering of surren- 
ders were caused by competition from 
group plans, profit sharing plans and 
company pension and fringe benefits. 

Twelve out of 479 surrenders, or 
2.5%, commented that the surrender 
was encouraged by the fact that a 
large policy loan existed on the policy. 
This indication that maximum loan 
situations contributed to only a minor 
percentage of surrenders is supported 
by statistics from Northwestern Mu- 
tual’s loan and surrender division. 
They report that only 10 to 12% of 
policies surrendered have an indebt- 
edness and only about 2% of such 
surrenders have a loan approaching 
the maximum. 

A second breakdown of the policy 

(CONTINUED ON PAGE 16) 
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Life Of N.A. Offers 
Rider Giving Option 
On Future Coverage 


Life of North America introduced a 
new guaranteed insurability benefit 
at its first managers’ conference meet- 
ing, held in Philadelphia. The new 
benefit, which may be written into any 
type of permanent insurance, provides 
options to purchase additional amounts 
of insurance, at as many as six differ- 
ent times at specified ages, without 
new evidence of insurability. 

The options occur at ages 25, 28, 31, 
34, 37, and 40, and the maximum for 
each option date is $10,000 for possible 
$60,000 of additional coverage. Limits 
of guaranteed additional coverage at 
each option date, however, may not 
exceed the face amount of the initial 
policy. 

The cost of the option increases with 
the age of the policyholder. At age 
five, it is 60 cents for each $1,000; at 
age 20, $1.05; at age 25, $1.20, ranging 
up to $1.70 at age 37. 

During the managers’ conference, 
Life of North America also introduced: 
A guaranteed renewable family A&S 
policy which provides a complete 
program for the entire family or for 
an individual in one policy. It is guar- 
anteed renewable to age 65, has a 
level premium based on age at entry, 
allows for the selection of any one 
coverage or combination of five cover- 
ages, provides automatic coverage for 
new-born children and assures world- 
wide coverage. 

e A non-cancellable disability income 
policy which offers men three differ- 
ent plans for A&S coverage. 

e Two new riders—A 10-year level 





LIFE INSURANCE EDITION 





Directors of Provident Life & Accident have approved the design for a 
new home office building. The new structure, on which construction is ex- 
pected to begin in the early fall, will be the largest office building in the 
Chattanooga area. The need for a new home office has been apparent for some 
time because of the rapid growth of the company and the anticipated expansion 
in the future, President R. L. Maclellan stated. 

The building, together with a large landscaped garden plaza in front and a 
parking area behind the building, will occupy a city block near the center of 


the downtown area. 


Provident’s new building will consist of seven floors above ground and 
will have a gross floor area of more than 270,000 square feet. The building will 
measure 242 feet long, 138 feet wide and 122 feet high. 

The building will be in the form of a broad rectangle, supported on ex- 
posed columns and will be of smoothly finished panels of stone. 





term and a renewable 10-year level 
term—under which a_ policyholder 
may purchase, in conjunction with 
a basic life policy, additional term in- 
surance in an amount up to 2% times 
the face value of his basic policy to 
provide maximum benefits during the 


crucial years of establishing financial 
security. 

e A new insured security service 
program which enables the agent to 
offer life insurance on the payroll 
deduction plan to employes whose 
employers have approved the plan. 


Mutual Of N. Y. 
Agents Told Cost 
Cutting A Must 


Cost-cutting must continue to be a 
primary concern of management, 
Stanton G. Hale, vice-president for 
sales, told members of Mutual of New 
York’s National Field Club in Los An- 
geles. 

He emphasized that cost reductions 
must be realized in all departments of 
the life business—in the cost of issu- 
ing business, the cost of keeping it on 
the books and the cost of properly 
servicing it. 

“This is important,” he explained, 
“not only from the customer stand- 
point, but also in order for us to con- 
tinue to attract and hold the best 
possible field underwriters, managers, 
and salaried personnel who are inter- 
ested in making a career in the per- 
sonal insurance business.” 


Increase In Service Trades 


Mr. Hale pointed out that an in- 
creasing proportion of the country’s 
labor force is engaged these days in 
providing services. 

“This is evidence of our steadily 
rising standards of living,” Mr. Hale 
said. “To perform services at a rapidly 
rising level of efficiency is one of the 
great challenges we face.” 

Mr. Hale outlined the problem of 
rapidly growing insurance companies 
as being one where the growth can 
dominate the efficiency picture and 
thus result in an unmanageable cost 
structure. 

“Growth must never exceed the 
ability of management to manage,” he 
said. 
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With the extension of man’s power over his environment 


comes a need for new forms of personal protection. 


Inter-Ocean’s actuarial and underwriting specialists are meet- 
ing this demand with an ever-expanding line of Life, Accident 
and Health, and Income-protection policies that are competitive 
and complete for the risks of today and tomorrow as well. One 
of these is our new Family Plan that insures the entire family, 
under one single policy and one premium. 

Interested brokers should write today for more information 


on how to keep up to date with Inter-Ocean. 
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N. Y. Life Cuts Single 
Premium Immediate 
Life Annuity Rates 


New York Life has reduced its pre- 
mium rates on all three single prem- 
ium immediate life annuities—life an- 
nuity without refund, life annuity with 
installment refund and joint-and-sur- 
vivor life annuity without refund. It 
also has introduced a new single 
premium retirement annuity. Under 
the new immediate annuity program, 
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annual dividends will remain the same 
by duration and will vary only if the 
dividend scale is changed. In this way 
a level annuity income is provided. 
Previously, a dividend scale decreas- 
ing by duration was used. 

The new single premium retirement 
annuity provides a monthly annuity 
with installment refund beginning on 
the annuity commencement date, 
which is the policy anniversary nearest 
age 65 for issue ages 55 and less, or 
the 10th policy anniversary for higher 
issue ages. It may be deferred to any 


policy anniversary up to that on 
which the annuitant’s age is 80. 

An alternative annuity arrangement 
providing for a life annuity with a five, 
10 or 20-year certain period may be 
substituted for the installment refund 
annuity. 


Holz Chairman Of New Firm 


Leffert Holz, former New York su- 
perintendent, has been named chair- 
man of Granville Realty Corp., a new 
mortgage and real estate firm of New 
York City. 
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Mutual Benefit Life 
Awards Scholarships 
To 10 At Mich. State 


Mutual Benefit Life, in cooperation 
with the college of business and public 
service of Michigan State University, 
has awarded scholarships for advanced 
study in life insurance to 10 under- 
graduates. 

The scholarship program was estab- 
lished to help outstanding students 
pursue advanced studies at the home 
office and in sales offices throughout 
the U.S. during the summer, together 
with continued study at the university. 

Award winners were selected on the 
basis of scholastic proficiency, and gen- 
eral character and ability after inter- 
views with Russel H. Moore, instructor 
of insurance at the university, and by 
home office officials of Mutual Benefit 
Life. 

Scholarship winners were scheduled 
to attend Mutual Benefit’s advanced 
underwriting school at the home office 
for six weeks and then be assigned 
to offices in various cities to participate 
in four weeks of field work. In Sep- 
tember they will return to business 
administration classes at Michigan 
State, where they will continue pre- 
scribed insurance studies. 

Students will receive $300 per month 
while engaged in study at the home of- 
fice and agencies. When they return to 
college in the fall, they will receive a 
minimum stipend of $100 a month for 
field projects during the school year, 
based on six hours of work per week. 
Unusual aptitude in field research will 
be rewarded by additional grants. 


Milwaukee CLUs Elect 
J. E. Clifford President 


Jerry E. Clifford, Old Line Life, 
was elected president of the Milwau- 
kee chapter of CLU at their annual 
meeting. He succeeds Lester A. Wil- 
bert, Northwestern Mutual Life, who 
becomes a member of the board. 

Other elected officers are: Paul J. 
Quillin, Mutual Benefit Life, vice- 
president, and Dustin Miller, Penn 
Mutual Life, secretary-treasurer. Di- 
rectors include Aubrey Comey, inde- 
pendent; Harold W. Hibscher, New 
York Life; Herbert J. Schwahn, North- 
western Mutual, and Harvey E. Leiser, 
Equitalle Life of Iowa. 


Coastal States Buys Haven 
Coastal States Life of Atlanta has 
purchased the entire business of Haven 
Ins. Co. of St. Petersburg. Haven, 
organized in 1946 has operated in the 
life insurance and A&S fields in Flor- 
ida. It has more than $12 million of 
life insurance in force, and its prem- 
ium income in 1957 exceeded $650,000. 


CALIFORNIA 
GROUP UNDERWRITER 
,000. 
The company: 
Home office, housed in very desirable 
area of California. Well established op- 
eration, financially responsible. 
Employer's Job Specifications: 
Age range—28-42, minimum seven years 
Group underwriting experience, acquired 
on home or large branch office level. Pre- 
fer man presently employed on West 
Coast or with previous background there. 
EMPLOYER PAYS SERVICE FEE AND 
MOVING EXPENSES. All inquiries han- 
dled confidentially. 
Wide selection of positions available all 
areas of the country for men with mean- 
ingful backgrounds: LIFE-ACCIDENT- 
HEALTH-FIRE-CASUALTY. WRITE FOR— 
HOW WE OPERATE—no obligation to 


register. 
FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
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Not for a day—but for all time... 


Many galaxies of stars are a million light years away, 
just as they were in 1859, the year The Equitable opened 
its doors. But today, with man’s first penetration into 
Outer Space, we are beginning to conquer the frontiers of 
our Universe. 

When The Equitable was founded, only terrestrial fron- 
tiers challenged mankind. In America, the Western wilder- 
ness was still being explored by venturesome pioneers. And 
life insurance, too, had many frontiers to conquer. The 
vast majority of the American people had to be informed 
of the advantages of life insurance. Coverages were limited 
—heavy restrictions were even imposed on individuals 
traveling by sea. And the agent’s lot a hundred years ago 
was often insecure and precarious. 


Today, The Man from Equitable enjoys social and eco- 
nomic advantages his 19th-century counterpart would not 
have dreamed possible. Widespread advertising and public 
relations campaigns add to his stature in his community. 
Extensive training courses and a broad range of policies and 
services make him an indispensable man to his friends and 
neighbors. His pension plan has few equals in the industry. 

And, above all, he knows he is associated with an or- 
ganization that, like the stars, is here “not for a day—but 
for all time,” as predicted by an early underwriter. 

That is why so many life underwriters of 1958 choose 
an identification that works for them today, tomorrow, 
and all the years to come, and become . . . The Man from 
Equitable! 


C 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U. S. 


393 Seventh Avenue, New York 1, N. Y. 
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Camera View Of NAIC Chicago Parley 


Personalities attending the annual 
meeting last week in Chicago of 
National Assn. of Insurance Commis- 
sioners photographed by Harry H. Ful- 
ler, midwest manager of National Bu- 
reau of Casualty Underwriters, who 
has been on hand for NAIC meetings 
for something like 30 years and has 
been photographing them for most of 
that time. He is the unofficial photog- 
rapher of the convention. 

All identifications are from left to 
right. 





Paul Hammel of Nevada, who is the new vice-president of NAIC, with 
Commissioner Alden Palmer of Indiana and Watson Powell Jr. of American 
Republic of Des Moines. At the right is the outgoing president of NAIC, Joseph 
A. Navarre of Michigan with F. Britton McConnell of California and the 





J. M. Woolery of Occidental Life of 














Raleigh, N. C., visiting with A. N. 
Guertin, actuary of American Life 
Convention, at the NAIC meeting. 





Hugh L. Tollack, executive secre- Shown at the NAIC annual meeting 
tary of NAIC, with Commissioner C. in Chicago, from left, Thomas R. 
C. Sheehan of Minnesota, chairman Malone III, associate general counsel 


of the subcommittee investigating a Life & Casualty. of Tennessee, and 


Top: Foster Farrell, secretary-treas- 
urer of National Fraternal Congress, 
with William E. Mooney of Woodmen 
of the World. 

Bottom: Joe Sevold Jr. of the North 
Dakota department with his commis- 
sioner, A. J. Jensen. 


James Russell, director of publicity 


new mortality table. 
American Life Convention. 





new NAIC president, Arch E. Northington of Tennessee. 





N. P. Parkinson of United of Chicago 
former Illinois‘ director, with James W. 
Ross of the Illinois department who 
was a deputy when Mr. Parkinson was 
in office. 
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Do you feel like you want to move up — are you cramped 
in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for. . . 

% Top agency building contract! 

% Liberal contract for your agents! 

% A complete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 

% Group insurance! 

% Pension plan! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — «a Life Insurance Sociely 


Founded in 1878 Home Office Detroit 2, Michigan 





Bankers Mutual Reinsures 


Western Mutual Of Moline 


Bankers Mutual Life of Freeport, IIl., 
has reinsured all of the business of 
Western Mutual Life of Moline, pro- 
ducing a combined insurance in force 
of more than $60 million. Assets of 
Bankers Mutual are increased to about 
$11 million, with a surplus of $925,000. 

O. R. Christofferson, president of 
Western Mutual, becomes a director of 
Bankers Mutual, and he, together with 
Alfred N. Ellstrom, will be in charge 
of a new branch office of Bankers 
Mutual in Moline. 

Western Mutual was organized in 
1899 as a fraternal, North Star Benefit 
Association, changing its name _ to 
North Star Life in 1942, and convert- 
ing to a mutual legal reserve basis 
in 1949. At the end: of 1956 it had 
insurance in force of $10,865,000. 

Bankers Mutual was started in 1948 
and at the end of 1956 had $44,640,000 
in force. 


LIAMA Lists Honor Club 
Rules Of 19 Companies 


Digests of the honor club rules of 
19 life companies have been published 
by LIAMA in a report which shows 
rule changes since 1954. 

Nine companies have made their re- 
quirements harder, no company eased 
up on requirements, and five compa- 
nies reported no changes. Of the re- 
maining four companies, two have 
shifted to a commission-based quali- 
fication, continuing a slow trend noted 
in earlier studies. 
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Mutual Benefit H.¢4A., 
Bauer & Black Join 
Forces In Vacation Plan 


What is described as “an entirely 
new vacation insurance program” is 
now available throughout the U. S. 
in drug stores as a joint venture of 
Mutual Benefit H. & A. and Bauer 
& Black, national manufacturers and 
distributors of surgical dressings and 
related products. It is the first mer- 
chandising program for insurance to 
be offered by druggists to their cus- 
tomers. 

Under the plan the customers may 
obtain “inexpensive vacation or trip- 
travel insurance policies” of from $5,000 
to $50,000, principal sum, covering 
accidental death, dismemberment, and 
also medical expenses of from $500 to 
$5,000, for periods of from three days 
to six months. The druggist simul- 
taneously has on sale Bauer & Black 
first-aid and health supplies for the 
personal treatment‘ of minor injuries 
that may be experienced on a trip or 
during a vacation. 

In connection with this unique pro- 
gram for selling accident insurance 
on a national basis without the aid 
of regular insurance agents or bro- 
kers, Mutual Benefit H. & A. has a 
first-print order of one million ap- 
plications, which are postage-paid self 
mailers. These blanks are obtainable 
at or adjacent to the Bauer & Black 
merchandise displays in the drug 
stores. Point-of-sale sales material is 
provided to promote this two-way 
“vacation insurance” plan, including 
window banners, double store hangers 
and display easels containing pockets 
to hold the insurance applications. 


Druggist’s Obligation Limited 


Both Bauer & Black and the insur- 
ance company are announcing the 
sales program in their individual ad- 
vertising campaigns. The drug retailer 
has no obligation nor additional re- 
sponsibility beyond putting the insur- 
ance applications on display in his 
store and setting up the point-of-sale 
promotion material, being supplied by 
Bauer & Black through its regular 
distributing channels together with an 
ample quantity of the insurance ap- 
plications. The druggist receives no 
commission on the insurance pre- 
miums sent on applications from his 
store. He makes his profits through 
the sale of Bauer & Black products. 

The vacation trip-travel insurance 
is a standard policy with a choice of 
six plans for traveling on land, sea 
or in the air. It ranges from three 
days of coverage for a principal sum 
of $5,000 for loss of life, limbs or sight, 
or permanent disability for up to 50 
months, and $500 for medical, hospital 
or ~urse care for as much as 52 weeks, 
in ddition to all other benefits. The 
coverage increases in ratio to the num- 
ber of days the policy is to be in 
effect, amounts of protection and pre- 
miums up to six months, with the 
maximum protection provided being 
$50,000 for death, loss of limbs or sight, 
plus $5,000 for medical expenses, etc. 

Under the operational setup for the 
insurance program, the applicant fills 
out the application in the drug store, 
encloses either a check or money order 
for the amount of the premium, and 
mails them in the postage-paid mailer 
provided at the store. The policy of 
insurance is in effect as soon as the 
application is received and accepted 
pe hong home office of Mutual Benefit 


All American Life & Casualty of 
Chicago has been licensed in California. 


/»LERE, INSURANCE RDITION 


B. M. A. Holds Four Regional 


Sales-Workshop Sessions 


Four regional sales conferences run 
as workshop sessions were held by 
Business Men’s Assurance during May. 
Meeting in Brighton, Utah, Wakulla 
Springs, Fla., French Lick and Miami, 
the workshops included color slide 
presentations and small _ discussion 
groups. 

The sessions, led by branch and 
district managers from each area, 
were devoted to selling and servicing 
methods. Special attention was given 
to new package sales material includ- 
ing 22 and 30 pay plans, A&H and 
guaranteed renewable income. 

Separate sessions were held for 
those interested in field management. 


LIAMA Adds 8 Members 


Eight companies have _ joined 
LIAMA, bringing the total member- 
ship to 306. The new members are 
Aeterna-Vie, Montreal; Fidelity Bank- 
ers Life, Richmond; Independence 
Life, Los Angeles; Northeastern Life, 
Mount Vernon, N. Y.; Pyramid Life, 
Charlotte, N. C.; Sunset Life, Olym- 
pia, Wash.; Victory Life, Topeka, and 
Muang Thai Life, Bangkok, an as- 
sociate member. 
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Union Labor Opens 
Western Division; 
O'Sullivan Director 


Union Labor Life will open a west- 
ern division office at San Francisco 
on July 1, with Daniel E. O’Sullivan 
as director. 

Mr. O’Sullivan joined Union Labor 
Life in the group underwriting de- 
partment in 1950 and became assist- 
ant to the president in 1956. Later in 
the same year he became assistant 
agency manager in the home office 
agency department. 

In 1956, Union Labor Life opened 
its first office in Los Angeles, and the 
following year another was opened in 
Seattle. A third office started opera- 
tions this year in San Francisco. The 
steady growth and expansion of Pa- 
cific coast business necessitated the 
opening of a regional office from 
which branch offices in that area 
could be administered. 

Pacific Mutual Life honored 94 home 
office employes, each a member of the 
company’s Quarter Century Club, with 
an outing at the Ojai Valley Inn near 
Santa Barbara June 11. 


BUSINESS 


GOOD 


ooo Oe 


GETTING BETTE 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


Secretaries To Be Feted 
At NALU Convention 


Executive secretaries of state and 
local units attending the annual con- 
vention of National Assn. of Life Un- 
derwriters in Dallas, Tex., will be 
honored with a cocktail party and din- 
ner on Sept. 9. LUTC will be host at 
the cocktail party. 

Ann Bickerton director of field ser- 
vice, is polling the approximately 100 
executive secretaries in the NALU net- - 
work on whether they wish to have a 
workshop following the dinner. 


New Oklahoma 
Handbook Published 


A new Underwriters Handbook of 
Oklahoma has just been published 
by the National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies, 
companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout the state. Copies of the 
new Oklahoma Handbook may be 
obtained from the National Under- 
writer Company at 420 East Fourth 
street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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Commonwealth Life 


Larry Stiffler has been named 
manager of the Muncie, Ind., office, 
with responsibility for agency develop- 
ment of Muncie, Lafayette and Logans- 
port. 

George L. Buchanan and Lloyd E. 
Roberts have been named associate 
managers of the central Kentucky of- 
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Changes In The Field 


fice at Lexington. Their jointly ad- 
ministered territory will comprise 24 
central counties in the state. 


Connecticut General 


Connecticut General has appointed 
Robert N. Fuleihan, former assistant 
manager at Richmond, as manager at 
Norfolk. M. Thomas Gaylord has been 


appointed assistant manager at Denver 
and Charles E. Goff becomes assistant 
manager at Evanston, Ill. Eugene C. 
Hicks has been appointed staff assis- 
tant at Chicago. 


Occidental Of California 


Gerald D. Gallop has been named 
assistant manager in Pasadena, Cal. 
He has been an agent there since 
1955. 

Robert L. North has been named 
assistant manager in the Chicago (La 
Salle street) office. He joined Occi- 





For superior performance in agency operation 





H. F. JOHNSON (L.) Chicago — President's Trophy Winner 





FRED S. FERN (L.) Newark — President's Plaque Winner 


We honor these outstanding general agents 


; Each year National Life awards the President’s Trophy to a general agency 
in recognition of ‘‘most outstanding performance in agency operation and 


development.”’ 


Weare proud to announce that the 1957 President’s Trophy was won by our H. F. 
Johnson Agency of Chicago. Presenting the Trophy is President Deane C. Davis. 
Awards are also presented to three additional agencies for their outstanding 
performance in agency operation. In recognition of their achievements, 1957 
President’s Plaques were awarded by Vice President Clyde R. Welman, CLU, to 
the Harold T. Dillon Agency, Atlanta, the Fred S. Fern Agency, Newark, and 
the Harold Smyth Agency, Hartford. 
To these top ranking general agents and their staffs we extend heartiest 
congratulations. 


National Life of Vermont 
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HAROLD T. DILLON (L.) Atlanta — President's Plaque Winner 
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dental after being with New York Life 
since 1954. 

Oswin I. O’Brien has been promoted 
to assistant regional manager in the 
New Orleans group office. He joined 
Occidental in 1956 and was promoted 
to sales representative last November. 


Massachusetts Mutual 


Massachu- 
setts Mutual has 
appointed Hilary 
J. Boone as gener- 
al agent at Lexing- 
ton, Ky. He has 
been manager of 
Common wealth 
Life at Lexington, 
assistant to the 
general agent of 
Mutual Benefit 
Life at  Cincin- 
nati and_ district 
manager for Equi- 
table Society at 
Lexington. 





Hilary J. Boone 


Postal Life 


Postal Life has appointed Jule J. 
Roseman as brokerage manager of 
the Harold DeMian agency at New 
York. He has been a brokerage super- 
visor for Continental Assurance in 
Long Island and a personal producer 
for Prudential in Miami. He is a CLU. 


Paul Revere Life 


Massachusetts Protective and Paul 
Revere Life have appointed George H. 
Coombs, former general agent at 





George H. Coombs W. Ray Horsley 
Fresno, as general agent at San Fran- 
cisco and W. Ray Horsley, former su- 
pervisor at Oakland, becomes gen- 
eral agent at Fresno. 


Life Of North America 


Life of North America has appoint- 
cd Irving S. Bober manager at Miami. 
He entered life 
insurance in 1937 
with Metropoli- 
tan Life, joined 
Connecticut Gen- 
eral in 1943 as 
brokerage — super- 
visor and became 
an assistant man- 
ager for Pruden- 
tial in 1946. He 
has been a gen- 
eral agent for New 
England Life since 
1951. He was vice- 
president of 
Brooklyn Life 
Managers Assn. last year. He is a CLU 
and member of the New York bar. 


Bankers L.&C. 


Ray Wire has been named district 
manager of the Detroit group division. 
He replaces Arthur de Winter who 
resigned to organize his own agency. 
Mr. Wire has been with the company 
since 1950, first in the group actuary 
department, and in 1956 transferred 
to Detroit. 


W.O.W., Omaha 


John Dressler has been appointed 
state manager of Michigan and north- 
ern Indiana with headquarters. in 
Battle Creek. He has been with the 
fraternal since 1953, and last year 





Irving S. Bober 
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was made a special representative in 
the field department. 

Lewis E. Weingarten has been ap- 
pointed state manager for eastern 
New York. Mr. Weingarten has been 
in the business 26 years, most recently 
with his own agency in New York 
City. 

Irvin V. Miner, formerly on the 
editorial staff of the Insurance Advo- 
cate, will work with Mr. Weingarten 
as district manager. 


Provident Mutual Life 


Provident Mu- 
tual Life has ap- 
pointed Stephen L. 
Davenport as man- 
ager of the Oak- 
land-Berkeley 
agency, where he 
has been supervi- 
sor since 1956. He 
has been with Pro- 
vident Mutual 
since 1953. 





Stephen L. Davenport 


Northwestern Mutual Life 


William I, Pape has been named 
assistant to the 
general agent in 
the Schwinger a- 
gency, Cedar Ra- 
pids, Ia. He has 
been agency as- 
sistant in the 
college _ relations 
division at the 
home office and 
was formerly at 
Davenport, Ia., and 
special agent at 
Moline, Ill., where 
he joined the com- 
pany in 1951. 


United States Life 


Jack S. Herlich, former assistant su- 

é perintendent of 
New England 
states, has been 
appointed mid- 
western superin- 
tendent of agen- 
cies by United 
States Life. He has 
been an agent for 
Aetna Life and su- 
pervisor for Tra- 
velers. 





William |. 


Pape 


Jack S. Herlich 


Ohio National 


Wayne C. Hammond, whose appoint- 
ment as general agent for Ohio Na- 
tional Life was reported in the June 7 
issue, will be located at Cincinnati, not 
Los Angeles, as stated in the item. He 
was formerly manager for Equitable 
Society at Los Angeles. 


Central Standard Life 


D. Donald Hoexter, Birmingham, 
Mich., has been appointed general 
agent for eastern Michigan. He entered 
the business in 1949 in sales promotion 
for Maccabees in Detroit. 


State Mutual 


State Mutual has appointed William 
C. Meehan brokerage manager of the 
Killea agency at New York. He joined 
the agency in 1954. 


Prudential 


Prudential has appointed Howard M. 
Boughey as manager of the district 
office at Hempstead, N. Y. He has been 
manager at Great Neck since 1957 and 
manager at Patchogue and Smithtown. 


GREAT NORTHWEST LIFE—Ro- 
bert Sandberg has been appointed 
general agent for the home office 
agency at Spokane. He has been man- 
ager of the American National ordin- 
ary agency in Tacoma. 


LIFE INSURANCE EDITION 


Philadelphia Agency 
Names Egan Life Head 


Booth, Potter, 
Seal & Co., Phila- 
delphia agency and 
reinsurance inter- 
mediaries, has 
named J. Vincent 
Egan Jr. manager 
of the life depart- 
ment in charge of 
all phases of life, 
group A&H and 
pensions. He has 
been with Aetna as 
a personal produc- 
er. 


Estate Life Of' Texas 


Put In Receivership 


AUSTIN—Permanent receivership 
for the long-troubled Estate Life of 
Amarillo, largely growing out of a 
reinsurance deal, has been ordered by 
District Judge Jack Roberts with the 
consent of the company. 

Judge Roberts instructed James M. 
Williamson, state liquidator, to keep 
those policies in force on which pre- 


J. Vincent Egan 





miums are paid, with the understand- 
ing that any claims under such pol- 
icies will share pro rata in the re- 
ceivership estate. Mr. Williamson also 
was given 180 days to find a reinsurer, 
subject to court approval. 

Estate Life’s troubles began last 
July when it reinsured some $11.5 
million of business obtained through 
the board’s liquidation division from 
the defunct Physicians Life & Acci- 
dent, which in turn had earlier as- 
sumed the business from the liquidator 
for American Atlas Life. Later it 
figured in hearings before the senate 
investigating committee, with charges 
and counter-charges involving’ the 
liquidation division and Commissioner 
William <A. Harrison. The hearings 
disclosed payment of $2,000 to a liq- 
uidation division employe by John 
McCarty, then Estate Life’s president, 
who later was forced to resign. 


Richmond Council Elects 


Estate Planning Council of Rich- 
mond, Va., has elected Richmond 
Moore Jr., attorney, president; Parks 
P. Duffey, Connecticut General, vice- 
president; William L. Nichols, Central 
National Bank, treasurer, and Ray- 
mond E. Williams, Northwestern Mu- 
tual, secretary. 
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N.C. Rejects Rate 
Rise In Credit A&S 


Commissioner Gold of North Caro- 
lina has rejected Credit A&H Insurance 
Rating Bureau’s request for a 25% 
increase in the present rate of $2 per 
unit of $5 monthly benefits on credit 
A&S in connection with small loans. 

The bureau contended the loss ratio 
of about 49% for all companies was 
approximately 26% higher than in 
other states. The commissioner said this 
indicated more of the premium dollar 
was returned to policyholders in North 
Carolina than elsewhere, but the loss 
ratio did not justify rate increase. On 
the same ground he refused to lower 
the required irrevocable reserve of 38% 
of gross premiums to 30% which the 
bureau said would assure sounder 
policy writing. 

Proposals to include a number of 
exemptions in policies were rejected 
as “reduction in coverage” which the 
commissioner would not approve with- 
out rate adjustment. He said that he 
would reconsider them at a rehearing 
if statistical data is used to show effects 
on the loss ratio. 





You'll enjoy “The Twentieth Century,’ Sundays, CBS-TV 
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efforts to bring more. protection to more families. 


Good sales tools come in many different shapes and sizes — 
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For agents and brokers 
who also write automobile, 
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insurance, Mutual Trust 
Life Insurance Company 
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packed, new brokerage 
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| Survey Basis For 
| Policy Loans, Surrenders 


(CONTINUED FROM PAGE 8) 


surrender survey, in which all reasons 
for surrender were listed, showed fig- 
| ures comparable to the primary rea- 
| sons tabulation listed above. 
| In order to see what part the current 
recession played on the increase of 
loans and surrenders, a question on 
both loan and surrender surveys asked 
whether present economic conditions 
were an underlying cause for the loan. 
Forty-five percent pf people securing 
loans indicated that current econo- 
nomic conditions were a factor. In- 
terestingly enough, fewer people mak- 
ing surrenders blamed the recession 
| and only 40% said that it was an un- 
derlying cause for the surrender. 

The survey questionnaires included a 
question regarding service. The loan 
cases were asked if service on the 
transaction was satisfactory; the sur- 
render cases were asked if service on 
th policy was satisfactory. Only 1% 
of the loan cases answered in the neg- 
ative. Only 3% of policy surrender 
cases said they were dissatisfied with 
service. 





Policy Loan Survey 


The survey on policy loans showed 
that the majority of people making 
policy loans regard their loans as tem- 
porary. Of these replying to the ques- 
tion, “Is loan of a temporary nature?” 
92% responded affirmatively. The 8% 
who considered the loans permanent 
were partly accounted for by people 
who borrowed their cash values to in- 
vest in stocks. Here again was another 
effect of the inflationary tendency in 
the economy. Others regarded the loan 
as permanent for tax and other rea- 
sons. 

The policy surrender questionnaire 
asked whether the person making the 





surrender had other Northwestern Mu- 
tual policies in force. Tabulations 
showed that 42% of the 378 respond- 
ents who answered this question still 
had Northwestern policies in force. 


Policyholders Write Comments 


A large percentage of policyholders 
took the trouble to write in comments 
on the questionnaires and many signed 
their names. From these comments 
Northwestern Mutual was able to ar- 
rive at some conclusions regarding 
the over-all attitudes of people who 
affected loans or surrenders. Many 
comments were quite favorable to 
Northwestern Mutual. Some of the 
loan survey comments showed a new 
appreciation of the worth of cash val- 
ue life insurance. A good many bor- 
rowers said that the loan privilege 
was a real boon to them. 

The relative importance of infla- 
tionary trends as a reason for sur- 
renders was reflected by the percent- 
age of people who planned to use the 
funds for stock investments—approx- 
imately 8%, and by the 2% that in- 
dicated the reason for the surrender 
was to replace a permanent policy 
with term. 

Not all respondents, however, took 
the dim view regarding life insurance 
during the inflationary period. One 
comment stated, “Northwestern pro- 
gram has been a wonderful thing. Set 
it up when children were small and 
with ordinary life had greatest pro- 
tection for the family which has now 
grown up. Also, kept me out of the 
stock market in 1929. Insurance is the 








greatest way to develop an estate in 
today’s socialistic atmosphere. I have 








no regrets.” 
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DISCOVER 
THE 
DIFFERENCE 


HE DID IN 1687* 
YOU CAN IN 1958 


You can Discover the Difference in 
1958 faster and easier than he did. 
If you’re like many life underwriters 
you’ve been searching for the company 
which can help you make life insurance 
a career instead of a job without a defi- 
nite future. We feel we are the com- 
pany with the difference . . . here’s 
why: 

@ Top first year and renewal commis- 
sions for General Agents and Agents. 
(Liberal vesting provisions.) 

Office allowance to General Agents. 
Lifetime service fee. 

Liberal retirement plan. 

Hospital benefits for self, 
dependents. 

Disabilit} income when sick or 
disabled. 

Group life insurance. 

Complete portfolio of modern policy 
forms for better production. 


Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


Important? Of course, because isn’t it 
true . . . you’ve been so busy creat- 
ing security for others you’ve forgotten 
the most important person of all — 
yourself — and your own security at 
age 65? 

For more detailed information on these 
important differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*SIR ISAAC NEWTON, who first 

discovered the difference when 
an apple fell on his head, arousing 
his interest in gravity. He put 
his findings in book in 1687, 
called greatest contribution to 
science by any one man. 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 
A Mutual, Legal Reserve Company 
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Criticize Taxing Agent's Commissions 


(CONTINUED FROM PAGE 2) 


defined: ‘Imputed income may be de- 
fined provisionally as a flow of satis- 
factions from durable goods owned 
and used by the taxpayer, or from 
goods and services arising out of the 
personal exertion of the taxpayer on 
his own behalf.’ (Marsh, “The Taxa- 
tion of Imputed Income,” 58 Pol. Sci. 
Quart. 514, 1943.) 

“A typical example of imputed in- 
come is the rental value of a home in 
which the owner lives. In the past, 
the Supeme Court indicated that it 
did not believe that the 16th amend- 
ment to the constitution (which grants 
Congress the right to tax income ‘from 
whatever source derived’) applied to 
this situation, Helvering vs _ Inde- 
pendent Life Ins. Co., 292 U. S. 371 
(1934). In the situation which comes 
closest to that of the life insurance 
salesman, no tax was imposed on com- 
missions earned by a broker when he 
purchased securities from himself, Ben- 
jamin vs Hoey, 139 F. 2nd 945 (2nd 
Cir. 1944). 

“2. It is quite possible that Congress 
may be able to impose a tax on im- 
puted income if it desires to. At the 
same .time, it seems unreasonable to 
single out insurance salesmen by ad- 
ministrative ruling in the absence of 
a congressional action designed to tax 
imputed income. Presumably the In- 
ternal Revenue Service is attempting 
to prevent a form of disguised salary 
when it places its emphasis on the 
employer-employe relationship. 

“3. It should be noted that the In- 
ternal Revenue Service take the same 
position as regards both agency and 
company employes.” - 

AALU counsel make these recom- 
mendations: 

“1. The major problem which this 
decision could raise is the possibility 
that the Internal Revenue Service 
might consider a failure to report such 
a transaction as being a deliberate at- 
tempt to conceal income. In the event 
that such a transaction is entered 
into, but you do not believe that a tax 
ought to be due, a statement attached 
to the return will avoid a later charge 
of concealment. 

“2. If you desired to continue to 
deal in this way, consider allowing all 
employes to obtain special treatment. 
The Internal Revenue Service has in 
the past indicated that ‘courtesy dis- 
counts’ to employes need not consti- 
tute income. (Your Federal Income 
Tax, p. 14, 1955). The object of such a 
discount plan should be to avoid giv- 
ing a particular group of employes— 
such as _ salesmen—special  privi- 
leges which have a cash value. 

“3. This decision is still subject to 
review on appeal. It is not yet a final 
statement of a change in the law. 
Consequently, it is not yet necessary 
to change any plans you had to pur- 
chase insurance from yourself. It is a 
good idea to wait and see if there are 
further developments either in the 
form of a decision on appeal or a fur- 
ther statement of policy by the Inter- 
nal Revenue Service.” 

Here is the text of the decision in 
the Ostheimer case by Federal Judge 
Kirkpatrick: 

“The plaintiff, a life insurance agent 
authorized to act as special agent for 
the Northwestern Mutual Life Ins. Co. 
and to solicit for the Aetna Life Ins. 
Co., procured policies with Northwest- 
ern on the lives of his former partner, 
three key employes and his children, 
as well as one with Aetna on the life 
of his former partner. He brings this 


suit to recover the additional tax paid 
because of the inclusion in his income, 
by the revenue officials, of the com- 
missions he received from the insur- 
ance companies by reason of the in- 
surance of these policies. He contends 
that these commissions were not in- 
come to him but were, in effect, a re- 
duction of the price of the policies. 

“I cannot agree. The Internal Rev- 
enue Department ruled in 1915 (T.D. 
2137, 17 Treasury Decisions 48) that 
‘a commission retained by a life insur- 
ance agent on his own life insurance 
policy is held to be income accruing 
to the agent, and should be included in 
his return of income for the assess- 
ment of the income tax.’ This ruling 
was reaffirmed in 1932 and again in 
1955. Obviously the ruling would be 
the same as to commissions on policies 
on the lives of an agent’s children, 
his employes and his business partner. 

“An administrative interpretation 
such as this, so consistently followed 
over such a long period of time, is en- 
titled to great weight with the court 
and there is a heavy burden upon 
the plaintiff to show that it is erron- 
eous. The insurance company, in fact, 
pays its agent for procuring policies 
and the premiums thereon. This is 
what the plaintiff did. It is true that 
because the policies were upon the 
lives of his partner, his employes and 
members of his family, he did not 
have to perform some of the duties 
that he would have performed if they 
had been upon the lives of strangers, 
but this is no way affects the status 
of the money he received. In fact, it 
would be a violation of the law for 
an insurance company to have sold in- 
surance to him at a lower rate than 
that charged other policyholders.” 


Speed N. C. Agents’ 
Licenses Handling 


North Carolina is modernizing its 
system of handling records involved in 
licensing agents and during July will 
convert to an almost automatic system. 
Deputy Commissioner Cecil Duncan 
said the use of IBM equipment will 
make it possible for the department to 
issue license renewals from its own 
records quickly and without delay. In 
the past, the department has issued 
renewals from lists supplied by the 
companies. Henceforth, they will sup- 
ply only deletions and cancellations. 

Mr. Duncan said approximately 65,- 
000 licenses are issued annually. He 
has been studying licensing systems 
in other states for several months, and 
the system adopted by this state is a 
combination of that used by Georgia 
and Florida. 

The new system will include ad- 
justers and brokers as well as agents. 


United Life & Accident 


Registers New Trademark 


United Life & Accident’s new reg- 
istered trademark includes a repro- 
duction of legend-steeped Mount 
Chocorua and the motto, “A Moun- 
tain of Strength,” in a diamond- 
shaped frame. Mount Chocorua, once 
the subject of a poem by John Green- 
leaf Whittier, derived its name from 
an 18th century Indian chief who put 
a death curse on the neighboring area. 
Local settlers believed the curse was 
responsible for killing off their cattle 
until it was discovered that the 
animals’ drinking water was tainted 
with muriate of lime. 








Shown at the recent open house of 
Illinois Mid-Continent Life of Chicago, 
from left, Jack Paulk, vice-president; 
Albert W. Clutterer, chairman, and Jul 
B. Baumann president. The affair 
marked the completion of the compa- 
ny’s home office quarters, which incor- 
porate the very latest in modernity and 
functional design. A large number of 
friends and well wishers from various 
segments of the insurance industry 
were on hand to give their congratula- 
tions. Mr. Baumann is known nation- 
ally as a former president of National 
Assn. of Life Underwriters. 
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Youngman Heads Two 


Far East Insurers 

William S. Youngman Jr., president 
of C. V. Starr & Co. of New York, has 
been elected chairman of American 
International Assurance of Hong 
Kong and Philippine:-American Life of 
Manila. Both life companies are part 
of the American International group 
of life and general insurance compan- 
ies founded by C. V. Starr. 


First Boston Corporation 
Issues Booklet On Life Stocks 

The year 1957 was the 10th consecu- 
tive year in which the rate of interest 
earned on the invested funds of the 
life companies showed an_ increase, 
according to the annual Data on Selec- 
ted Life Insurance Company Stocks 
just published by the First Boston 
Corp. The 96-page booklet, based pri- 
marily on statements filed with the 
state insurance departments, gives data 
on 21 major stock life companies and 
includes 10-year growth records and a 
table of comparative statistics. 

From 1951 when life companies 
earned 3.18% on mean invested funds, 
the percentage has increased steadily 
to 3.74% in 1957. 
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North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


Complimentary copies of “Is Group 
Insurance for You” are available to 
interested home office executives without 
cost or obligation. Simply attach your 
personal or business card to this 

advertisement and mail today to... 


on lin NORTH AMERICAN 
7 REASSURANCE COMPANY 


*: 161 East 42nd Street, New York 17, New York 
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S MUrray Hill 7-1870 
Ks Al Reinsurance Exclusively 
*ance © LIFE e ACCIDENT & SICKNESS ¢ GROUP 
NU 





Insurance 


= 
























18 


HAeNATIONAL UNDERWRITER 


Home Office Changes 


Peoples Life 


Peoples Life has appointed James O. 
Wilson as director of agencies and 
Lloyd J. Brower, Jack Leininger and 
Arthur C. Hueners as superintendents 
of agencies. Mr. Wilson has been su- 
pervisor of agencies since 1954. Mr. 
Brower and Mr. Leininger have been 
assistant superintendents of agencies. 
Mr. Hueners has been assistant vice- 


president of Pyramid Life, where he 
also headed the disability department, 
and an agent for Connecticut Mutual. 


Occidental Of California 


C. Robert Hicks has been named 
assistant field superintendent of agen- 
cies for the company’s midwestern 
agencies. He came to the home office 
after several years as agent in Water- 


loo, Ia., for Occidental and Penn Mu- 
tual. 


John McCall, field superintendent 


of agencies, will continue to supervise 


the Rocky Mountain and southern 
California areas but will relinquish 
supervision of the midwestern area. 
Richard R. Smith, who has been 
with the company since 1949, has been 
named assistant superintendent of 
agencies for the Pacific northwest. 


Mutual Of New York 

Mutual of New York has appointed 
Roy B. Klager director of agency ad- 
ministration. He has been office man- 
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Mr. Samuel 


C. King (left) of Samuel C. King Agency, N.Y.C., 
with Dr. F. F. Bradshaw, President of Richardson, Bellows, Henry & Company, Inc., N.Y.C. 


Dr. Bradshaw’s firm is covered by Nationwide Group Insurance. 


NATIONWIDE MUTUAL INSURANCE COMPANY e 





ATIONWIDE 


INSURANCE 


BIG case treatment for small 


_ No wonder so many Group 
writers prefer Nationwide— 


small Group cases (10 to 24 


expense... for outstanding 


NATIONWIDE LIFE INSURANCE 


Group cases—that’s what 
you get with Nationwide’s 
Group Insurance Plans. 


for expert, local service... 
for special treatment of 


lives) that saves you 
administrative time and 


new coverages at low cost! 


For further information, 
contact Nationwide 
Group Department, 
246 North High Street, 
Columbus 16, Ohio. 
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ager of both the Chicago clearing 
house and the Chicago regional office, 
and became regional assistant for the 
central region in 1956. He has been 
assistant director of agency adminis- 
tration since 1957. 


United States Life 


Walter R. Zerbst, 
former eastern su- 
perintendent of 
agencies, as agen- 
cy executive as- 
sistant. He joined 
U. S. Life in 1947 
as agency secre- 
tary and_ earlier 
in his career was 
with Provident 
Mutual in various 
positions in field 
work. 

United States 
Life has appointed 





Walter R. Zerbst 


Prudential 

Frank J. Hoenemeyer Jr., former 
executive general manager of the bond 
department of Prudential, has been 
elected vice-president of the depart- 
ment. 


i. Minnesota Mutual 


Dr. Alexander Venables has retired 
as medical director after more than 20 
years with the company. He has headed 
the medical department since 1948. 


AMERICAN LIFE has established 
an A&S department. Edward S. Gran- 
din III has joined the company as 
manager of the division. He was in 
charge of A&S lines for Bankers 
Security Life of New York and has 
had more than 20 years experience in 
the sale and underwriting of both 
group and individual lines. 


MIDWESTERN UNITED LIFE—J. 
A. Kopren has joined the company as 
actuary. He was formerly assistant 
actuary for National Reserve Life. 





W. V. Adler Wins First 


Monthly LAN Article Award 


WASHINGTON—William V. Adler, 
agent for Lincoln National Life in 
Ft. Wayne, is the winner of the first 
Life Association News “best article 
of the month” award, now to be pre- 
sented regularly. 

Mr. Adler won the citation for his 
article, “To Produce ... Circulate,” 
in the April issue. The award, an 
engraved memo pad holder, was pre- 
sented at the May meeting of the Ft. 
Wayne Life Underwriters Assn. 

Winners of the “best article of the 
month” citation will automatically 
qualify for the magazine’s “best article 
of the year’ award. This is named 
after the late Earnest J. Clark, John 
Hancock general agent at Baltimore 
and leader in affairs of NALU and 
American College. It was presented for 
the first time in 1957, the winner being 
Arnold J. Domenitz, New York Life, 
New York City. 

Both the monthly and annual com- 
petitions are designed to encourage 
more contributions of original editorial 
matter to Life Association News and 
to stimulate discussion of pertinent 
subjects among rank-and-file agents. 


Milwaukee Life, Trust Men Elect 


MILWAUKEE—New officers of Mil- 
waukee Life Insurance Trust Council 
are John C. Geilfuss, vice-president 
Marine National Exchange Bank, presi- 
dent, to succeed Warren E. Clark, 
Northwestern Mutual; William H. Pry- 
or, Connecticut Mutual, vice-president, 
and A. Jack Nussbaum, Massachusetts 
Mutual, secretary-treasurer. Speaker 
at the dinner meeting was Franklin 
C. Tyson, Evanston, IIll., Connecticut 
General, who discussed “Disability In- 
come As a Vital Consideration in 
Estate Planning.” 
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Sun Life Of Canada 
Installs Univac II 


Sun Life of Canada has taken de- 
livery of its new large-scale electronic 
computer, Univac II. Arrival of this 
24-ton machine completes the compa- 
ny’s acquisition of an electronic data 
processing system, the auxiliary com- 


| ponents of which were installed some 





' magnetic tape, 





ee 





months ago. This marks the first giant 
computer installation by a life insur- 
ance company anywhere in the world 
outside the United States. 

While Sun Life plans to have the 


/ computer take over a great deal of 
| time-consuming work in the actuarial 


and general calculation fields, the 
machine’s main task will be the data 
processing involved in the administra- 
tion of some 2 million policies. The 
records of these policies will be stored 
and maintained on magnetic tapes. A 
substantial reduction is anticipated in 
the size and weight of filing areas, 
since the details of some 6,000 policies 
will be recorded on a single reel of 
1,500 feet long and 
weighing only five pounds. 


Converted To Tape 


After the company has completed 
the conversion of its many millions of 
punched card records to magnetic 
tape records, routines will come into 
operation whereby the Univac system 
w.ll perform the actuarial valuation 
of policy liabilities, produce all premi- 
um notices, calculate dividends pay- 
able to policyholders and loan interest 
and balances and carry out the rele- 
vant accounting work. The high speed 
printer used to print the premium no- 
tices, prints at a rate of 72,000 figures 
or letters a minute. In addition to the 
data processing required for policies, 
all the accounting procedures for 
bonds, mortgages and stock invest- 
ments will be processed on the Univac 
II. 


Aetna Life Writes 
2-Millionth Policy 


Aetna Life has just written its 2- 
millionth non-participating life policy. 
The policy, a $25,000 ordinary life con- 
tract, was issued to a 43-year-old Bal- 
timore business man, James F. Flynn, 
who has been a policyholder since 
the age of 11. 

Henry J. Roesser, agent of Aetna 
Life in Baltimore, handled the policy 
through the Harry I. Warren agency. 

In addition to the 2 million regular 
policies, Aetna Life’s participating 


_ department has written more than 1 


million policies. 


Equitable Offers High 
Early Cash Value Policy 


A new “executive” policy, available 
in amounts of $25,000 or more, has 
been introduced by Equitable Society. 
It provides substantial amounts of life 
insurance with high cash values in 
the early years. It is offered on a long- 
term, limited payment life basis and 
at premium rates calculated to attract 
the purchaser of large amounts. 

The executive policy is designed 

particularly for business insurance 
situations. It can be ideally applied to 
the split dollar plan. The new policy 
is also tailored to key man insurance, 
stock purchase arrangements and de- 
ferred compensation plans. 
_ In addition, the executive policy 
is expected to prove highly attractive 
to doctors, lawyers, de \tists and others 
needing large amounts of life insur- 
ance, where income is clearly adequate 
to pay the premiums. 

Under the split dollar plan, the 
executive policy is expected to appeal 
to employes because its high early 


cash value results in lower employe 
contributions. At the same time, the 
employer, who is more often able to 
afford the larger share of the premium, 
has his interests completely protected. 

The executive policy is available at 


-issue ages ranging from 15 to 70 for 


standard and substandard risks in the 
B and C classes, with lower maximum 
ages in other rating classes. The con- 
tract’s high cash values are possible 
because of expense savings resulting 
from the $25,000 minimum, and a 
redistribution of the first-year and 
renewal commissions payable during 
the initial 10 years. 


Carnal Cites Excellent 
Life Sales Opportunities 


(CONTINUED FROM PAGE 6) 
revealing, he said, is the fact that two 
out of every five insured families feel 
they have too little insurance,and only 
one out of 50 feel they have too much. 

Bank loans and self-funded plans 
should make life salesmen wonder if 
there isn’t an increasing tendency to 
overlook a basic fact of the business, 
he said. “You and I know that if life 
insurance is properly sold there is no 
need to present the prospect with an 
ordinary life contract on a decreasing 
term basis.” 

A genuine desire to service those 
with whom you deal is the greatest 
of all sources of creative selling, Mr. 
Carnal noted, and said “if the desire 
is genuine it will result in your achiev- 
ing a higher income than you ever 
dreamed of. 

“Not long ago,’ Mr. Carnal said, “I 
read that a certain automobile sales- 
man, not a dealer, was awarded his 
industry’s plaque as America’s num- 
ber one car salesman. His income last 
year was $40,000. Admitting that this 
is a good salary, I couldn’t help but 
compare the reward for his outstand- 
ing capacity in his business to the 
reward in ours. My guess is that there 
must be several hundred agents in our 
business whose income last year was 
$100,000 or more.” 

In closing his speech, Mr. Carnal 
emphasized through a series of ques- 
tions that with more consumer spend- 
able income the life salesman will find 
a stimulated market, that personal in- 
surance will maintain its position as a 
stabilizing factor, and that as income 
has risen the saturation point is even 
further away. 
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Here’s what 
The Guarantee’s famous 5 Stars mean to 


agency 
builders! 


The Guarantee is growing nearly twice as fast as the average of all 
companies in this field. 1957 sales gained 200% faster than the national 
average rate of increase. The Guarantee had 50% more million-dollar-plus 
agencies in 1957 than in 1956—an increase of ten! Of course, insurance 
business is good... but it’s better with The Guarantee! 1958 sales are 
booming too! 


Here is our guide to lifetime security and greater earnings for 
agencies and agents: 


2. 


COMPLETE LINE OF COMPETITIVE INSURANCE TO SELL — 
Life, Sickness, Accident and Hospitalization. 


TWO PERSONALLY TAILORED FINANCING PLANS 
to help recruit and start aggressive agents. 


+ NEW CONTRACT — LIBERAL FIRST-YEAR COMMISSIONS 


plus vested renewals and added awards for production, persistency, and length of 
service. 


. EXCELLENT PENSION PROGRAM FOR GUARANTEE AGENTS 


to help agents plan for and enjoy later years with the same security they are selling to 
our policyholders. 


« AGENCY-MINDED HOME OFFICE SUPPORT 
nee 


a: 


field training programs and attractive sales packages that make 





closing sales easier. 
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Guarantee E 


PAUTUAL LIFE COMPANY 


OMAHA 14, NEBRASKA 
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ACT NOW! For more details about these and other 
advantages offered by The Guarantee, write directly to: 
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J. D. ANDERSON 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 


Ralph E. Kiplinger, President 
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$616,000,000 LIFE INSURANCE IN FORCE 





ASSETS EXCEED $205,000,000 


MODERN WOODMEN of America 


For Modern Americans 
IT'S MODERN 
LIFE INSURANCE 








Modern Americans—forward-looking, pioneering in an atomic age—take matter-of-factly the best that 
American industry can produce, knowing that future achievements are on the horizon. Looking to the 
future confidently, while enjoying today, is an American characteristic. Sound planning with modern 
life insurance has helped make this possible. Throughout its 75-year history, Modern Woodmen has 
been a leader in developing new plans to meet the changing needs of the people it serves. This is 
why millions of Americans have safeguarded their future financial welfare through the broad scope 
of protection provided by Modern Woodmen life insurance. 


For Modern Life Insurance 
It’s MODERN WOODMEN 





$835,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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FieNATIONAL UNDERWRITER 


Editorial Comment 
‘Post’ Helps Public Understand A&S 


A&S insurance, long the whipping 
boy of governmental investigations, 
magazine expose features and mass 
circulation newspapers, has been 
treated to some remarkably fair re- 
porting in the June 14 issue of the 
Saturday Evening Post in the article, 
“The Post Reports on Health Insur- 
ance,” summarized in last week’s 
issue of THE NATIONAL UNDERWRITER. 

In the second article of a three-part 
series, writer Milton Silverman spot- 
lights Blue Cross, doctors, patients, 
hospitals and union health and wel- 
fare fund administrators as the real 
villains who contribute most toward 
the rise in health insurance rates. 

True enough, health insurance com- 
panies, and the few agents who have 
been found to be kicking back rebates 
and commissions to unscrupulous un- 
ion fund officials, did not escape scot- 
free in Mr. Silverman’s very thorough 
investigation. Nor do they deserve to 
be overlooked. But the encouraging 


thing about this particular article is 
that in general everybody but insur- 
ance companies is held to blame for 
abuses which tend to raise rates, and 
that insurance companies are among 
the prime victims of these abuses. 

This is in sharp contrast to the 
sensationalized treatment accorded 
the A&S business several years ago 
by the Reader’s Digest. Since the third 
article of the Post series, which runs 
this week, continues in the same 
tone as the first two, the insurance 
business can derive considerable sat- 
isfaction from the fact that a maga- 
zine of such wide distribution has 
placed so fair a picture of the health 
insurance situation before the eyes of 
so many million readers. The under- 
standing thus engendered should help 
materially in bringing about a better 
solution to the whole baffling prob- 
lem of providing satisfactory health 
insurance at a price people are able 
to afford.—William Macfarlane. 


A Friendly Critic Speaks Out 


It is interesting every once ina 
while to listen to the views of a 
friendly critic of life insurance adver- 
tising. The opinions of known enemies 
of life insurance may be disregarded 
as destructive. They are certainly not 
to be compared to the suggestions of 
one who is interested in and con- 
cerned about the welfare of life insur- 
ance. 

Such a voice was raised recently 
at the Southern Round Table of Life 
Insurance Advertisers Assn. at Roan- 
oke, when Blake T. Newton Jr., presi- 
dent of Shenandoah Life, told of the 
impressions that current life insur- 
ance advertising had made upon him. 
During the course of his talk he said: 

“We talk of our message getting lost 
in transmission. There may be some 
loss in transmission, but I question 
sometimes whether the right message 
is being sent these days. If you don’t 
believe it, stop and think what kind 
of image our industry is currently 
projecting. It takes many forms but 
adds up to pretty much the same 
thing: (a) Huge, impersonal new 
buildings; (b) financial figures of 
growth in the millions and billions; 
(c) emphasis upon rates and plans 
which reduce the rates; (d) fierce 
competition for business, manpower, 
and position. 

“Now don’t mistake me—I don’t 
think there is anything wrong with 
any of these things, properly empha- 
sized and in their place, but I do 
think it is wrong if these together 
constitute the only face we turn to 
the public. How can anyone be blamed 
for thinking that we should pay more 
taxes or be subjected to more regula- 
tion, when the public impression we 
make is of an industry reaping large 
profits and waxing rich and power- 
ful?” 

These observations should give 
pause to the advertising copywriter 
who is tempted to use superlatives 


implying huge size, power, or superi- 
ority that could make an obnoxious 
impression on the reader rather than 
the one the company intended. The 
true story of any well managed life 
company, and particularly how it 
functions as a public service institu- 
tion, is much more impressive and 
persuasive.—Howard J. Burridge 





Personals 


J. Edward Hedges, professor of in- 
surance at Indiana University and 
vice-president of American Assn. of 
University Teachers of Insurance, re- 
ceived an honorary LL.D. degree from 
his alma mater, Baker University of 
Baldwin, Kan., during the centennial 
commencement of the university. Dr. 
Hedges graduated from Baker in 1928 
and has been at Indiana since 1940. 


Page Hamor, the daughter of Robert 
B. Hamor, vice-president and director 
of agencies of Continental Assurance, 
was married in Iowa City to Lyell D. 
Henry Jr. Mr. and Mrs. Henry are 
attending the University of Iowa. 


Miss Ann R, Lancaster, daughter of 
the Kentucky department’s chief ex- 
aminer, B. R. Lancaster, was married 
in Louisville June 14, to Garr Hage- 
man, of Gary, Ind. 


John H. Muller, vice-president of Eq- 
uitable Society, was guest speaker at 
the annual luncheon meeting of Down- 
town Toledo Associates. 


Theo. P. Beasley, president of Repub- 
lic National Life, plans to attend the 
meeting of the executive committee of 
World Council of the Y.M.C.A. in 
Brussels commencing July 31. Mr. 
Beasley is one of the three U. S. mem- 
bers. After the meeting he will visit 
Amsterdam, the Scandinavian coun- 
tries, Switzerland and Italy. Republic 


ness in Europe and Mr. Beasley will 
visit his reinsurer clients there. 


Louise Ilse, associate manager of 
group insurance sales research and 
communication of Equitable Society, 
and Louis H. F.-Mouquin, Equitable 
agent, have been honored by the Alum- 
ni Federation of Columbia University 
with medals for alumni leadership. 


Walter L. Rugland, president, Aid 
Assn. for Lutherans, has been elected 
president of the Appleton, Wis., cham- 
ber of commerce. 


Deaths 


V. S. OULLIBER, 56, president of 
Delta Life of New Orleans, died. He 
was one of the company’s organizers 
and was executive vice-president from 
its founding in 1934 until 1953, when 
he became president. He started with 
Prudential in 1925 and became man- 
ager of Orleans Ins. Co. in 1931, leav- 
ing that company to help found Delta 
Life. He was a past president of Louis- 
iana Insurers Conference and a former 
board member of Life Insurers Con- 
ference. 





ARTHUR A. SHEPLER, 63, former 
chief examiner of the Indiana de- 
partment, died at San Francisco last 
month. He was chief examiner for 
Indiana for a number of years until 
1946 when he went to Arizona to join 
that department as an examiner. He 
started in insurance in 1922 as a 
general agent for Aetna Life at South 
Bend. He joined the Indiana depart- 
ment in 1933. With his son, Robert A. 
Shepler, he organized Ins. Corp. of 
America at Phoenix which recently 
was converted to a stock company and 
is managed by Robert Shepler as pres- 
ident. 


HELMUS B. WELLS, 76, a Milwau- 
kee agent since 1924 for Mutual Life of 
New York, died of a heart ailment at 
his home in suburban Wauwatosa. He 
was a past president of Wisconsin Assn. 
of Life Underwriters. 


GEORGE H. HUNT, former super- 
intendent of agencies for Imperial Life 
of Canada, died in Toronto. He was 
honorary secretary of Life Under- 
writers Assn. of Canada for many 
years. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, June 17, 1958 

























Bid Asked 
Aetna Life 188 192 
Beneficial Standard 14 15 
Business Men’s Assurance ......... 74 76 
Cal.-Western States ................ 83 
Columbian National ...... Bid 
Commonwealth Life .... 24 
Connecticut General ........ 266 
Continental Assurance ..... 127 
Franklin Life .............ccse 65 
Great Southern Life ..............00 76 
Gulf Life 22 
Jefferson Standard... 79 
Kansas City Life ........ 1285 
Liberty National Life 33 
Life & Casualty ........ 22% 
Life of Virginia ................ 98 
Lincoln National Life 200 
National L. & A. .......... 85 
North American, II1. .... 17% 
N. W. National Life .... 85 Bid 
Ohio State Life ............ 260 280 
Old Line Life ............ 42 44 
Republic Natl. Life .. 52 54 
Southland Life ............ 81 85 
Southwestern Life .........ccccscesesee 101 105 
Travelers 16% 11% 
United, Ill. 28% 30 
U. S. Life 35% 3644 
West Coast Life oo... 3412 36 
etvesseasticed 64 66 
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NAIC Prepares Plans Prior To Probe 


(CONTINUED FROM PAGE 1) 


Mr. McConnell, as he has occasionally 


| in the past, spoke heatedly about the 


staffs of congressional committees in 
general and the question of whether the 
commissioners, as representatives of 
their sovereign states, should deal 
with the “faceless” personnel of these 
staffs. 

Mr. McConnell, who has been in 
correspondence with the Senate sub- 
committee, is of the opinion that the 
NAIC should await receipt of an- 
swers from the subcommittee as to 
what subjects will be investigated, 
and when this information is obtained 
proceed with organized cooperation 
in furnishing relevant information. 


Wait Upon Nothing 


A point of view more broadly held 
is that NAIC should wait upon noth- 
ing, but should immediately begin to 
prepare material which would demon- 
strate the efficacy of state regulation. 

Right after Mr. McConnell’s con- 
demnation of congressional committee 
staff personnel, Donald Knowlton of 
New Hampshire said he understood 
the executive committee of NAIC had 
decided at a special meeting over the 
weekend to appoint counsel whose job 
would be to proceed with the com- 
piling of data on state regulation. He 
asked Paul Hammel of Nevada, the 
executive committee chairman, if this 
were not so and Mr. Hammel ac- 
knowledged that it was. Mr. McCon- 
nell said it was the first he had heard 
of it, and the _ general impression 
gained from this exchange was that 
there had been a direct repudiation of 
Mr. McConnell by the executive com- 
mittee of NAIC. 

At the executive committee meet- 
ing Wednesday, Joseph Navarre of 
Michigan, the NAIC president, at- 
tempted to untangle the matter by 
describing it as “faulty communica- 
tions.” He said there had been discus- 
sion in the special executive commit- 
tee meeting of retaining counsel, but 
nothing was decided because it would 
have to go before the full NAIC. He 
said Mr. Knowlton had misunderstood 
this to be a definite undertaking. 


A Dissenting Note 

Mr. Knowlton was having none of 
this, however. He declared that what 
he said to Mr. McConnell on Monday 
was precisely what he had been told, 
and confirmation of it came from Mr. 
Hammel. 

Mr. Hammel responded that he had 
probably, in describing the session of 
the executive committee to Mr. Knowl- 
ton, gone a little far. This promoted 
some sharp interrogatories from Rog- 
er Kenny of the U. S. Investor, who 
asked if a subcommittee of the execu- 
tive committee was to be fused with 
the present McConnell committee and 
if there was to be action on the Sen- 
ate investigation. Mr. Hammel said 
there might be such a merger. 

Mr. Knowlton said it was unfortun- 
ate there had been misunderstandings, 
but that he felt it was imperative for 
NAIC to get a course of action. 

Mr. Navarre interposed to say NAIC 
has been working on the matter and 
has a record of building a strong reg- 
ulatory system. 

When the investigation actually be- 
gins, Mr. Sheehan of Minnesota: ob- 
served, it should be remembered that 
the state departments will stand alone 
and the spotlight will be on them in- 
dividually. 

The upshot of this was that a deci- 
sion to have specially picked deputies 
from the department begin to prepare 


material, while at the same time there 
will be reshuffling of the committee 
on preservation of state regulation 
and the committee on federal liaison. 
In the course of discussing the plan 
to retain special counsel, it was noted 
that NAIC has no funds for this pur- 
pose. 

The meeting of the life committee 
produced no excitement. Reports were 
heard from five subcommittees, none 
of which brought forth comment from 
industry. 

The group life subcommittee, head- 
ed by Howell of New Jersey, had no 
items on its agenda, held no meeting 
and had no report. 

The commercial pension fund and 
trustee welfare fund subcommittee 
under Navarre of Michigan offered a 
progress report. 

Sheehan of Minnesota, chairman of 
the life committee and also of the de- 
ficiency reserves and mortality tables 
new subcommittee, recommended that 
the latter be empowered to appoint 
a committee of actuaries from the de- 
partments to meet with an advisory 
committee of actuaries from industry 
to create a new mortality table which 
will be prepared by Nov. 15 so that 
final action can be taken in December. 
Accompanying this report were state- 
ments of the special committee of So- 
ciety of Actuaries working on a new 
mortality table and a report of the in- 
dustry advisory committee together 
with numerous exhibits. 


Overlapping Suggested 

The variable annuities and pension 
plan funding subcommittee, which 
Gerber of Illinois is chairman, sug- 
gested that it had some overlapping 
functions with the subcommittee on 
the effect of the sale of variable an- 
nuities in states other than those in 
which they are authorized and that 
they be merged with a new subcom- 
mittee appointed to deal with these 
questions. 

The subcommittee on interim group 
rates offered a new formula which 
was adopted by a roll call vote. This 
sets up rates for $1,000 of insurance 
according to the formula of the Pru- 
dential, the rate being $12.33 for a 
policy of $250,000, $12.01 for $300,000 
$11.37 for $400,000, and $10.72 for 
500,000. The $250, rate is the same 
as the present New York minimum 
rate, but the new formula makes re- 
ductions so that by $500,000 the com- 
parison is $10.72 with $12.06 now em- 
ployed in New York. 


Meeting Unimpeded 


The A&H committee meeting went 
off in quick order, with nothing arising 
to demand discussion. Various actions 
of the subcommittees were reported 
briefly, the only exceptions coming in 
for more than the notatation that a 
particular subcommittee had met or 
not met or submitted a report being 
the announcement that a complete 
report had been made and was being 
distributed to the commissioners on 
the study being made by the sub- 
committee to study problems incidental 
to cancellation of A&S policies. A 
summary of the report was made at 
the subcommittee meeting (Beery of 
Colorado, chairman) by J. F. Follman 
Jr., director of information and re- 
search of HIA. 

‘he other exception was a progress 
report by the subcommittee on regula- 
tion of advertising (Binning of Nebras- 
ka, chairman) on the status of uni- 
form laws. The report read that since 
the subcommittee’s last meeting (De- 


cember) the territory of Puerto Rico 
had enacted the state fair trade prac- 
tice act, the 1950 uniform accident and 
sickness policy provision law, and the 
unauthorized service of process act. 
Rhode Island and Missouri have en- 
acted the state fair trade practice act. 
This brings the number to 42 states 
and three territories who have enacted 
the state fair trade act; 45 states, 
three territories and the District of 
Columbia, the uniform A&S policy 
provision law, and 42 states and two 
territories the unauthorized service of 
process law. 

Of considerable interest to those 
attending the laws and legislation com- 
mittee meeting was the report by 
Harry Schantz of the New York de- 
partment on a voluminous and com- 
prehensive review of state laws and 
legislation effecting insurance and in- 
surance regulation. This was not hand- 
ed out to those at the meeting and 
was only summarized by Mr. Schantz, 
who said his project still requires some 
editing. It is expected that the full 
review will be available at the Decem- 
ber meeting. 


Action on the suggestion of Robert 
Dineen, former New York superintend- 
ent and now vice-president of North- 
western Mutual Life, that NAIC ex- 
pand its central office to include a 
research staff, was put off until the 
December meeting, although studies 
are to be made and Hugh Tollack, the 
executive secretary, will in the inier- 
im write a paper describing the func- 
tioning of his office. 

New Orleans Next 

The next meeting of NAIC will be 
Dec. 1519 at the Roosevelt hotel, New 
Orleans. The annual meeting in 1959 
will be June 8-12 at Boston, with 
headquarters in the Statler hotel. The 
subcommittee to set future sites fixed 
the dates for the 1960 annual meeting 
as May 30-June 3 at San Francisco, 
with the preceding mid-winter meet- 
ing to be at Miami Beach Nov. 30-Dec. 
4 with headquarters at the Hotels 
Fontainebleu and Eden Roc. The in- 
vitation of Commissioner Smith of 
Pennsylvania to hold the 1961 annual 
meeting at Philadelphia was accepted, 
with the headquarters and dates to be 
determined later. 
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Full Multiple Line Seen As Necessity 


(CONTINUED FROM PAGE 2) 


companies though legally life must 
generally be written through separate 
companies. 

Concurrently, in life there has been 
a rapid multiple line development, 
Mr. Middendorf observed. Whereas 
once most life companies wrote only 
life, now they have preempted A&S, 
and are writing large quantities of 


group, credit, mortgage reduction, and 
all sorts of package policies. The ar- 
rival of life companies in large num- 
bers in the group field may lead them 
into further expansion, even into the 
commercial field. Most group life 
policies today are being generated by 
commercial agents. What holds back 
the life companies is the legal barrier 


to ownership of fire and casualty in- 
surers in New York. Last year a bill 
was passed in the New York legisla- 
ture to amend section 90 of the New 
York insurance law to permit life 
companies to enter the fire and cas- 
ualty field, but the bill was vetoed. 
There are indications that an attempt 
will be made again, he said, though 
there is no way to foresee when or if 
the New York law will be changed. 

There are many arguments on both 
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sides, of course, but a major argument 
against changing the New York law 
is that in general, life companies have 
far smaller ratios of surplus to liabil- 
ities than do fire and casualty com- 
panies, Mr. Middendorf observed. That 
small surplus is the only cushion a 
policyholder has to protect his sav- 
ings. The life insurance business in 
many respects is a savings type of op- 
eration, and it wasn’t so many years 
ago that many of the life companies 
in this country would have been hope- 
lessly insolvent had it not been for 
the institution of amortized values for 
their assets. On the other hand, the 
fire and casualty companies, generally 
speaking, have rather high ratios of 
surplus to liabilities, and if a company 
is particularly strong there is no par- 
ticular harm in a fire and casualty 
company investing in a life insurance 
subsidiary. 


Different In Their Aims 


The two forms of business are vastly 
different in their aims, he observed. 
The life companies generally guaran- 
tee a fixed amount of money against 
a certainty based on mathematical 
laws that are almost inviolate. They 
invest their money against an inevita- 
ble loss which is limited to a specific 
amount. Practically all of the premi- 
um dollar, after deducting commis- 
sions and expenses of doing business, 
must be credited to building up those 
reserves. With the tremendous growth 
in life insurance written in recent 
years, many of the growing compa- 
nies have been hard put to keep their 
surplus up to reasonable ratio to the 
liabilities which they have assumed. 

The fire and casualty companies 
insure against near-certain catastro- 
phes, a certain number of which 
they know will occur, based on the 
law of big numbers. Once they have 
covered their liabilities such as _ loss 
and unearned premium reserves with 
fairly liquid and riskless investments, 
they are free to invest their surplus 
as they see fit. Usually, equities play 
a major part in this role. No particular 
harm can come, from this standpoint, 
from a fire and casualty company 
investing some portion of.its policy- 
holders surplus in another business, 
such as a life company. 

Despite these legal and possibly fi- 
nancially prudent reasons for the life 
companies not to enter fire and cas- 
ualty by acquisition of such insurers, 
there does exist the possibility that 
they eventually may legally be per- 
mitted to do so. A compromise may 
be worked out whereby some portion 
of their surplus could be invested in 
a fire and casualty subsidiary as long 
as total surplus, minus this invest- 
ment, which would be carried as a 
non-admitted asset, would not be in 
too small a proportion to the liabil- 
ities that the life company has as- 
sumed. This was the form taken by 
last year’s vetoed bill in New York. 


What Might Be The Arithmetic? 


Should this legislative log jam be 
broken, what might be the _arith- 
metic? Most stock life insurance com- 
panies today sell for any number of 
times book value, whereas, with sev- 
eral exceptions, stock fire and cas- 
ualty companies, where they have 4a 
market, sell for less than their so- 
called liquidating value and in many 
cases for even less than their book 
values. There may develop many ex- 
change offers, and the basis of ex- 
change would obviously work out 
rather favorably to the life compa- 
nies. An appeal to the stockholders of 
the fire and casualty companies might 
be effective, particularly when it is 
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recognized that the life companies 
have been enjoying in the postwar pe- 
riod rather favorable experience, as 
opposed to the rather untavorable ex- 
perience that the fire and casualty 
companies now are having. 

This threat to the autonomy of 
many fine old-line fire and casualty 
companies, is, of course, still a remote 
one, Mr. Middendorf emphasized. It 
must be recognized, however, that it 
does exist, and a few billion dollars 
freed in this manner by the life com- 
panies, which they may feel they 
could easily afford, could be used to 
acquire fire and casualty companies. 

The life companies cannot’ be 
blamed for thinking in this direction 
— if they are, he said. It may be some 
source of irritation to them to see 
fire and casualty company after com- 
pany enter their field and begin to 
proclaim the advantages of “one-stop 
insurance” when they themselves are 
barred from entering the other field. 
If “one-stop insurance” becomes the 
order of the day, and there is a grow- 
ing realization that the purchaser of 
insurance feels it has many desirable 
features, pressure will undoubtedly 
build up in the legislatures to change 
the present legal restriction on life 
insurers. 


Can Buy All Through One Group 


Aside from this still remote threat, 
Mr. Middendorf believes a much more 
basic reason today for fire and casual- 
ty companies to diversify into the life 
field is to provide the public with the 
means of buying all of its insurance 
through one group of companies. This 
trend may be defined today as ag- 
gressive. A number of years hence 
such a move, of necessity, may become 
a defensive one. In most cases the 
companies currently making these ag- 
gressive moves are the rather well- 
balanced fire and casualty companies 
that for their far-sighted underwrit- 
ing policies have come to be known as 
the leaders in the industry. They have 
already put their houses in order. 
Their surplus funds are strong in re- 
lation to liabilities, and even in the 
recent past they have been able to 
operate at close to a break-even point 
and in some cases at a profit. These are 
the companies that for 40 years or 
more have been superb underwriters 
and tough competitors. These are the 
companies that have not looked upon 
themselves as mere investment trusts 
with an underwriting business thrown 
in, but, rather, have recognized that 
underwriting for a profit is really 
their raison d’etre. These are the 
companies that were among the first 
to diversify into the casualty field a 
generation or more ago and have 
behind them the 10 or more years of 
adverse experience that they original- 
ly had to undergo before that portion 
of their business became at all prof- 
itable. 


Hesitant About Committing Itself 


What about the _ not-so-fortunate 
company whose house may not be in 
order today? This company undoubt- 
edly is hesitant about committing it- 
self to a new field when indeed re- 
sults have not been too favorable in 
its own field. Nevertheless the possi- 
bility exists that any move into the 
life field several years hence may be- 
come, of necessity a belatedly defen- 
sive one, just as the rush into casual- 
ty four years ago was a belated de- 
fensive move and, as most late comers 
have learned, expensive. 

What are the attractions today for 
the aggressive companies, or for any- 
one else, to enter the life field? A 
long-range view, of course, is to maxi- 
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mize profits on existing capital struc- 
tures and to provide a complete line 
of insurance to the public, who may 
shortly demand “one-stop insurance,” 
Mr. Middendorf suggested. Surely, no 
one thinks this is a quick road to 
wealth or an easy way out to offset 
poor fire and casualty experience. 

Indeed, he added, a life insurance 
operation is a greater potential drain 
in the initial years of operation than 
even casualty. The alert company to- 
day that wants to compete fully in a 
multiple-line age must look beyond 
next year, or even a decade, in its 
plans. 

He interjected that many specialty 
companies, such as Hartford Steam 
Boiler, Seaboard Surety, the leading 
reinsurance companies, and many lo- 
cal specialized mutuals, will probably 
always fill a real need right where 
they are, and thus may escape most 
of the undesirable features of the 
trend to full multiple line operation. 
That trend, however, is not a cloud 
that will blow over. 


Life Insurance No Panacea 


Why is life insurance no panacea? 
Today, admittedly, the life industry 
is booming, he said. Mortality con 
tinues favorable; in fact, the ratio of 
deaths per thousand is as near its 
all-time low as it has ever been— 
thanks to advances in medical science, 
rising standards of living, and 101 
other factors. World War II created 
millions of new life insurance own- 
ers who would not otherwise have 
been so easily indoctrinated. A grow- 
ing security consciousness in the na- 
tion has made many susceptible to the 
wares of life salesmen; and life sales- 
men are among the most highly 
trained, superb salesmen in the 
world today. The whole system of 
selling life insurance—high first year 
commissions, renewal commissions at 
a lower scale for a number of years, 
selling the company through directed 
agents and backing up those agents 
with heavy emotional advertising— 
has developed by trial and error over 
decades and is probably unbeatable. 
Agents go to school, are being trained 
and, most important, are free to de- 
vote nearly all of their time to solicita- 
tion of new business. Their success 
has resulted in more than 110 million 
U.S. policyholders owning more than 
$450 billion of life insurance. One 
wonders if another dollar’s worth can 
be sold, but every postwar year has 
seen new highs in insurance in force. 

A life agent considers his fair share 
of the market all of it, Mr. Midden- 
dorf observed. This may be equally 
true if his company enters the fire 
and casualty field. He will be trained 
to succeed in that end of the business. 
Possibly 20% of life agents today sell 
some form of property or casualty in- 
surance. 

Interest rates have been favorable 
to life companies. Since 1951, when 
the Federal Reserve ceased pegging 
government bonds, interest rates have 
soared. The average life company to- 
day can invest at 4% or better while 
issuing policies on a net interest as- 
sumption of 242% or 3%. The compa- 
nies have as favorable a spread today 
as there has existed in years. 

But what of the future? In this 
century there have been three waves 
of life company formation, he said. 
The number of life companies in 
existence today is twice the 1950 fig- 
ure and three times that of 1940. 
The Armstrong investigation of 1905 
stimulated the formation of many new 
companies, principally in the west, to 
capitalize on the bad reputation of the 
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leading eastern companies. created 
by the public airing of their scandals, 
real or imagined. By 1915 many of 
these new companies already had dis- 
appeared through merger, reinsur- 
ance, or other means. The life bus- 
iness became much more competitive 
at the outbreak of World War I and 
many new companies couldn’t take 
the shock. Disastrous also was the 
influenza epidemic of 1918, when 
mortality jumped as high as 245% of 
expectancies for a short period. 

But after World War I there was 
another wave of new life companies, 
A contributing factor was the govern- 
ment’s War Risk Bureau which issued 
millions of policies on the lives of sol- 
diers and acclimated them to insur- 
ance needs. During the 1920s the life 
business boomed, as it is doing today. 

But when the great depression hit, 
interest rates went sharply down and 
stayed down until the end of World 
War II. As a result, many companies 
which, for competitive purposes, had 
written policies on high interest as- 
sumptions during the 1920s, again 
found it easier to reinsure, merge, or 
in some other way get out of business, 
Only the strong survived this long pe- 
riod of depression and war. 

Mortality experience continued to 
improve, however, and when interest 
rates again turned upward in the 
postwar period life companies again 
began to earn a fair return. In fact, 
the sharp upswing in interest rates 
was so beneficial to the surviving 
companies that those with shares 
outstanding have appreciated from 
five to as much as 20 times in the 
postwar period, he declared. Again in 
this postwar period there were many 
returning service men fully educated 
on life insurance who were ready to 
buy—and buy they did, and so has 
practically everyone else. The social 
revolution in security consciousness is 
perhaps unparalleled in world history. 


A One-Way Street 


Any such one-way street to seeming 
wealth couldn’t go unnoticed, Mr. 
Middendorf commented. Many new 
life companies have been formed, 
Only recently has the rate of new 
formation declined somewhat. Judg- 
ing from past experience, the majority 
of these may not survive, but it’s a 
great boom while it lasts. 

Only now is competition becoming 
so intense as to affect materially any 
of the companies, he said. The life 
field may still be, and probably is, a 
long way from being saturated. But 
a straw in the wind may be the fact 
that some companies are paying 85 
to 100% of the first year’s premium to 
the agent as a commission for obtain- 
ing the business, though most old-line 
companies rarely deviate from their 
established 50% commission scale. 
Many of the newer companies, how- 
ever, are finding the sledding rough. 
Peculiarly enough, with high commis- 
sions there tends to be high lapse ra- 
tios and, generally, when a life policy 
lapses, a lot of money.is gone forever. 

How does a fire and casualty compa- 
ny get into today’s life market? There 
are several ways, he suggested. It can 
form its own life company, as North 
America recently did, or it can buy 
an existing company. 

Unless the fire and casualty compa- 
ny, whether stock or mutual, has ul 
limited resources Mr. Middendorf ad- 
vised against forming its own compa 
ny. For one thing, by the nature of life 
insurance, a new company, if properly 
set up and administered, should not 
break into the black, even under ideal 
conditions, for four or five years. 
Whether the life insurer uses level 
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P at and not be unmarketable. The price 


ei would probably be more to get the 
There company desired. But if the fire and 
Tt cal casualty company wants to get into 
North life, for defensive or aggressive reas- 
» bu ons, it should be willing to pay slightly 
more than today’s true value, if it is 
mall lucky enough to find what it wants, 
3 i than would a private individual who 
£ ad- perhaps didn’t have the same goal. 
<a Mr. Middendorf suggested that a 
of life group of mutual companies, say five 
pect or 10 might get together and buy an 
ia ¢ existing life company and thus give 
ideal their agents what might be a compe- 


titive advantage. Each mutual could 
years. put a man on the board of the life 
company and have something to say 
about running its affairs. This may be 
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a reasonable solution to a problem and 
should have a fair chance of suc- 
cess, he said. 

What are some of the other ways 
the fire and casualty company can im- 
prove its competitive position? 
Hemmed in by the potential threat of 
life companies entering fire and cas- 
ualty and by the real threat of the di- 
rect writers working a _ distribution 
revolution, the future doesn’t look too 
happy, he admitted. With most fire 
and casualty lines turning bad at the 
same time, many may not consider 
that their own houses are yet in order. 
Innovations cost money and some- 
times, if untried, can be fatal. 

Nevertheless, the industry has gone 
through many terrible periods in the 
past and the alert have managed to 
survive, he declared. In fact, there is 
much to be optimistic about. Premium 
volume is certainly not lagging, and 
when an industry is boosting its sales 
steadily it usually finds a way to re- 
duce its cost of distributing its prod- 
uct and eventually make a good profit. 
Rates are being raised, and experience 
for the short term may improve. In- 
deed, many industries are not so for- 
tunate. Whereas the fire and casualty 
companies have been showing statutory 
losses, thanks to more money to invest 
and the long-term although tempor- 
arily halted upward movement of the 
stock market, surpluses are still 
a long way from being impaired. 


Reducing Agency Costs 


Undoubtedly one economy will be to 
reduce agency costs by such things as 
direct billing, he suggested. Industry 
use of electronic office machines is 
still in its infancy and still can be very 
costly, but eventually they should be 
able to do more work for companies 
than is now being done. Insured, the 
real owner of renewals, will not long 
stand still and be overcharged for 
redundant’ distribution costs. The 
American agency system probably will 
survive, but a decade from now it 
may have undergone some changes. 
Certainly the trend toward direct 
writing, in automobile, fire and life, 
will continue to gain momentum and 
some modified form of this may be 
forced upon the present agency fire 
and casualty companies. Some of the 
most successful companies, such as 
Travelers, Federal Casualty, North 
America and Hartford Fire, now are 
what amounts to _ semi-controlled 
agency companies, Their expense ratios 
have been lower than the average inde- 
pendent agency company. They have 
also acquired better business than the 
average, as indicated by their loss ra- 
tios, and that’s the difference between 
a slight profit and a big loss in this 
period. 

The mutuals, he said, with their 
generally lower acquisition costs and 
quite often with their specific areas 
of concentration, seem to have kept 
their houses in better order, on the 
whole. The real threat to them, al- 
though far less than to the average 
agency stock company, is the trend to 
one-stop insurance where all lines will 
be sold by one man or a group of 
men for one company group. Inevi- 
table also seems to be the theory of 
continuous policies, direct billing, and 
installment payments. 

Inevitable also, Mr. Middendorf be- 
lieves, must be the rebirth of under- 
writing versus policy writing, the lat- 
ter a widespread practice of recent 
years with many companies. Leading 
companies seem to have always fol- 
lowed sound practices of underwriting. 

A major problem of the business is 
the fact that there are too many inef- 
ficient units that are conducting an 
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area-wide or nationwide business that 
are unable to provide insurance to the 
buyer at a reasonable cost and still 
make a profit, he suggested. The 
whole theory of sound underwriting is 
to spread the risks over a wide enough 
area and yet have enough concentra- 
tion of volume to justify the main- 
tenance of an expensive branch office, 
distribution and claim-settling opera- 
tion. The successful companies have 
this, and are growing stronger in 
their areas because they can better 
service the business. The weak com- 
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22sCan save you 
$6000 or more in 
premiums 


Now, the more insurance you 
buy, the less it costs you per 
thousand ...on any amount up 
to $500,000. 

Pioneering this revolutionary 
idea in protection is Continental 
Assurance. Under Continental’s 
new Quantity Discount Pian, a 
40-year old businessman who 
bought $100,000 of Continen- 
tal’s Quantity Discount eever- 
age could save almost $6000 in 
premiums by age 65. And pro- 
portionate savings can be made 
on all other amounts from 
$5000 to $500,000. 

In addition to these savings, 
this Continental policy also 
offers excellent early cash values 
and fine family or business pro- 
tection. Available up to age 75. 
Write for more information or 
contact our nearest general 
agent. 
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apply at younger ages. 
the industry. The limits apply regard- 


companies, 


demnity benefits on existing policies 
can also be increased within the new 
limits. 


HAeNATIONAL UNDERWRITER 


panies with no adequate branch of- 
fice and servicing operations are losing 
out under the inevitable laws of com- 
petition. They will continue to do so at 
a growing rate, since, to keep any 
kind of volume, they must take a low- 
er and lower class of business, and it 
is far easier for a company with good 
business being thrown at it to use old- 
fashioned underwriting techniques 
than for the weaker company which 
must take what it can get. If this 
trend continues, there may evolve only 
40 or 50 strong nationally operating 
companies doing most of the business, 
he said. 


Must Advertise Nationally 


To survive, Mr. Middendorf stated, 
a strong company will have to get it- 
self in a position where it can adver- 
tise itself nationally with an effective 
emotional appeal. To do so, it will have 
to have some form of a controlled 
agency set up. The system of indivi- 
dual salesmen selling themselves and 
not their company is perhaps unique 
to the insurance business and may not 
long continue. Also, the insurance 
companies will have to work out a 
system where they don’t insure 
against minutiae. The whole basis up- 
on which insurance was originally es- 
tablished was to protect the citizen 
against catastrophe in his daily life. 
A $7 claim for a lost fountain pen is 
not a catastrophe—certainly not in 
this country. A deductible for most 
forms of insurance may come. Then 
charges for insurance could be re- 
duced. The high cost of insurance to- 
day is making the individual buyer 
more susceptible to cut-rate insurance. 
The agent, if he weren’t plagued 
with so much paper work in settling 
small claims, would have more time 
for selling new business, and that’s 
what his commission is intended to 
pay for. 


Revoluticnary Concept? 


MALDEN, MASS.—John Hancock of 
Malden doesn’t work for John Hancock 
Mutual Life because some disbelieving 
person placed his application in the 
circular file. So he works for the state 
of Massachusetts instead. 

This is just one of the many prob- 
lems that Mr. Hancock, who says he 
would much rather be just “one of 
the Jones boys,” has had to face. Often 
confused with the John Hancock agen- 
cy in Malden, he frequently receives 
their mail and telephone calls, and 
people begin telling him their problems 
before he can get a chance to explain 
that he’s John Hancock, but not the 
one they’re calling. 

Back in 1943, when he volunteered 
for the army, John Hancock had some 
typically military troubles because of 
his name. He followed the recruiting 
sergeant’s command to “place his John 
Hancock” on the 20-odd military forms 
shoved in front of him. When he did, 
he was called a “wise guy,” a “smart 
aleck,” and many less refined epithets. 
It took nearly half an hour for the 18- 
year-old recruit to prove that he really 
was John Hancock. 

During his tour of duty in the army, 
more problems cropped up when he 
tried to register at hotels. The clerks 
often took one look at his signature, 
and insisted that he write his own 
name. Finally he began signing “John 
Smith,” and questions were never 
asked. 

John’s signature is almost identical 
to the one which heads the list of 
signers on the Declaration of Indepen- 
dence. He began practicing the famous 
signature when he was in the fourth 
grade, using the life company’s popular 
Christmas carol booklets as his model. 
Although not a direct descendant of 
the original Hancock, he has found it 
helpful to know a little about the life 
of the famous John Hancock—because 
people invariably ask him questions. 

Mr. Hancock ‘says that he learned 


Finally may come a revolutionary 
new concept, he commented. The life 
companies initiated group life just be- 
fore World War II. Later they de- 
veloped group A&S. Both of these con- 
cepts were supposed to be unwork- 
able and were bitterly fought; yet to- 
day they are giant areas of business, 
with a great stimulus coming as a re- 
sult of the migration of great masses 
of people into large corporations. Is 
it not possible, in this age of distribu- 
tion changes, packaging, and with the 
possible entrance of life companies in- 
to fire and casualty, that there will 
some day be initiated forms of group 
fire and group casualty insurance? It 
sounds fantastic today, but it wasn’t 
sO many years ago that atomic energy 
and space rockets seemed fantastic. 
Mr. Middendorf is optimistic for the 
business though there are many prob- 
lems that will have to be solved. But 
the prize will go to the alert, he de- 
clared. 


N. Y. Life Ups Double 
Indemnity To $150,000 


New York Life has increased from 
$100,000 to $150,000 its maximum 
amount limit for double indemnity 
benefits in new individual policies on 
persons 20 years of age or older, who 
are first class risks. Lower limits 





LIAMA Issues Book 
On Single-Need Sale 


A new book that covers the entire 
presentation of the most popular single 
needs, from the approach to the close, 
has been published by LIAMA. Enti- 
tled The New Single Need Sales, it 
was written by James L. Howard Jr., 
staff editor. 

The book brings up to date the 
association’s former publication Single 
Need Sales, and includes the principles 
of the “‘chassis plan” based on a stand- 
ard approach and close. 

Designed to give both the new and 
the experienced agent a track to run 
on in single need selling, the publica- 
tion is divided into three parts. 

Part I describes five good reasons 
why you should sell single needs— 
with a prepared presentation. It also 
shows the agent how he can adapt 
the “chassis plan” approach to any 
need. 

Part II outlines the most popular 
single needs and analyzes each one in 
terms of the problem, where to look 
for prospects, and how to make a 
presentation on each of these needs. 
Included is a sample sales talk on 
each need, which can be adapted by 
the agent to his own particular style 
and technique. Needs covered are last 
expenses, readjustment fund, livable 
income for the family, mortgage or 
rent cancellation plan, “mother” or 
“wife” insurance, educational plan, 
retirement income plan, and others. 
The social security approach in the 
United States and the old age pension 
approach in Canada are also outlined. 

Part III outlines the “C-L-O-S-E” 
technique, and how to get referred 
leads and introductions. 


The company believes the new 
maximum amount is the highest in 


less of the amount of double indemnity 
benefits the insured has in other 


The company said that double in- 
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John Hancock Might Be Working For John 
Hancock If His Name Weren’‘t John Hancock 


long ago that it doesn’t pay him to 
have a personal checking account— 
the only checks he can cash without 
trouble are the ones with his name 
imprinted on them—only then will 
tellers readily believe that the familiar 
signature really belongs to the gentle- 
man standing before them. 

New production in May by Republic 
National Life was 204% above last 
May’s record. 





WHY are you paid the same 


a - 
THINK... 
commission as the lowest pro- 


9 ducers in your agency when you 


are consistently a top producer? 


Q 





WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 


©::: for low lapses the same 
as paid to other representatives 


for high lapses? 
2) missions paid over a long period 
of time instead of larger com- 


missions paid over a short period? 


WHY has the Accident and 
Health Division of All Ameri- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 


now ranks among the top 125 com- 
panies. 


Qc: is All American Life & 
Casualty Company, having 
started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 


If you want straightferward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 


Cox aiually 


iets iter-Yero) Cempany 


General Offices: All American Building 


PARK RIDGE, ILLINOIS 
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Davidson Voices Concern At Competition 


(CONTINUED FROM PAGE 1) 


which is to cover their needs. I feel 
sure this is a passing phase and truly 
hope so.” 

Commenting on the _ increase in 
membership, Mr. Davidson observed 
that the 1958 total of 2,987 is double 
that of four years ago. He said he 
was also greatly impressed by the 
number of younger men who are qual- 
ifying. There are 804 first-time qual- 
ifiers this year as against 663 in this 
category a year ago. Attending the 
meeting were 204 of the first-time 
qualifiers. 

Mr. Davidson announced the first 10 
companies in number of 1958 quali- 
fiers, saying that the increases for 
some of them “are nothing short of 
fantastic.” The companies are New 
York Life with 420 (an increase of 
107 over 1957), Northwestern Mutual 
247, Massachusetts Mutual 191, New 
England Life 138, Equitable Society 
132, Mutual Benefit Life 115, Penn Mu- 
tual 93, Mutual of New York 81, Con- 
necticut Mutual 78, and National Life 
of Vermont and Prudential, tied with 
73 each. 


—a 


Stresses Underwriting As Profession 


In accordance with MDRT tradi- 
tion, the president of the chairman’s 
company, James F. Oates Jr., was a 
breakfast speaker. Mr. Oates stressed 
the complexity and real difficulty of 
sound life insurance selling in view of 
all the problems of business, taxes, and 
government regulations. He said that 
these problems point up the fact that 
in substance as well as_ technical- 
ly, life underwriting is a profession 
and the agent is entitled to great re- 
spect for his contributions to modern 
civilization and business life, as well 
as his allegiance to the highest stand- 
ards of training. 

Mr. Oates pointed out that in addi- 
tion to the other earmarks of a pro- 
fession, the one outstanding charac- 
teristic of a profession is that its 
practitioners are engaged in a public 
service. 

Expressing deep concern about the 
trend toward the increasing sale of 
term and group coverages as com- 
pared with permanent ordinary forms 
of life insurance, A. Jack Nussbaum, 
Massachusetts Mutual Life agent at 
Milwaukee and immediate past pres- 
ident of National Assn. of Life Under- 
writers, urged Round Table members 
to stress the sale of permanent insur- 
ance both in their own selling and in 
the influence they exert in the busi- 
ness. 


Concerned With Trend 


Mr. Nussbaum was _ pinch-hitting 
for Albert C. Adams, general agent of 
John Hancock at Philadelphia and 
president of NALU, who could not be 
present because of a previous engage- 
ment. 

Mr. Nussbaum pointed out that of 
the $458 billion of life insurance in 
force at the end of 1957, about 40% 
had no “living values,” and that of 
the $66.7 billion sold in 1957 about 
54% was in group, term and the term 
portion of the family policy. How- 
ever, he said he was not concerned 
about 1957 but about the trend that it 
appears to indicate. 

“You, ladies and gentlemen,” he 
told his audience, “can do much to 
solve this problem. You are the top 
salesmen in the country. You have 
the respect of the people with whom 
you do business. You have great pres- 
tige with your companies and your 


agency associates. You even have the 
respect of your competitors because 
of your outstanding ability. 

“Let’s be honest with ourselves: 
We know that in most cases the pros- 
pect buys what we recommend. 
Therefore, it stands to reason that if 
we sold more than 50% of term insur- 
ance in 1957 this could have been cut 
in half if we had so willed it. At age 
35 a man can own $100,000 of 20-year 
level term insurance for about $750 
a year. This means a total net pay- 
ment of $15,000. If most men died be- 
tween age 35 and 55, then our com- 
panies would either go broke or they 
would have to charge a much higher 
premium. 


Tells Agents’ Duty 


“You have it in your power to 
change this trend. It is up to you to 
sell yourself that for most people liv- 
ing-value permanent life insurance is 
the best investment they can make. If 
you are convinced that this is so, then 
please believe me when I say that 
you owe an obligation to the industry 
to sell the idea to your clients, your 
companies and your associates.” 

Mr. Nussbaum recalled that NALU 
at its midyear meeting took a strong 
stand against abuses of the bank- 
loan type of life insurance sale. He 
said there is nothing wrong with any 
plan of life insurance if it is properly 
and honestly sold. People buy life in- 
surance to protect dependents and 
not because of a tax deduction. 

But he quoted from some direct 
mail approach letters that played up 
the tax avoidance angle and he 
warned that this sort of thing can in- 
vite legislation which might affect the 
borrower of money on life insurance 
for the ordinary and normal pur- 
poses. 

“If this comes about, then we can 
blame no one but ourselves,” he de- 
clared. 


Analyze Estate Planning 


Following the breakfast session, re- 
mainder of the morning was given 
over to a detailed analysis of a hy- 
pothetical estate planning situation of 
two business associates, followed by 
recommendations for solutions. These 
included not only life insurance rec- 
ommendations but advice covering the 
sale of corporation stock, the be- 
queathing of stock, the making of 
gifts, elimination of a joint checking 
account, setting up of testamentary 
trusts, purchase of group life, estab- 
lishing a pension plan, increasing 
certain corporate salaries, and the ad- 
visability of increasing the present ren- 
tal income being paid by the manu- 
facturing company to the realty com- 
pany, both of which are owned by the 
principals. 

The case study presentation, which 
has become a tradition at MDRT 
meetings, was handled by Benjamin L. 
Stern, New England Life, New York 
City; William C. Miller, partner at 
Los Angeles in the accounting firm of 
Price, Waterhouse & Co., and Denis 
B. Maduro, New York City insurance 
attorney and specialist in business in- 
surance and estate problems, who is 
also counsel to the MDRT. 

That afternoon there were three si- 
multaneous workshops covering the 
case presentation, with Messrs. Stern, 
Miller and Maduro acting as discus- 
sion leaders at each workshop in ro- 
tation. 

“What Makes Sammy Run?” was 
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TUBERCULOSIS 
Polio 

Leukemia 
Primary Encephalitis 
Primary Meningitis 
Smallpox 
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Diphtheria 
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NO EXTRA COST 


Today, for the first time, families and individ- 
vals may be insured up to $10,000 for the 
medical expenses of “T.B.” under American 
Casualty’s SPECIFIED DISEASE POLICY. This 
remarkable low cost program now covers NINE 
diseases including Tuberculosis, at a yearly 
cost for an individual of only $4.00! 

At slightly higher cost, the valuable Cancer 
endorsement may be added for persons under 
age 59. The Cancer benefit pays up to $2,000 
for claims originating prior to the insured's 
60th birthday; $1,000 for claims which origi- 
nate after age 60. 

Write today for full details. 


AMERIGAN GASUALT'Y 
COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE: READING, PENNSYLVANIA 
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Mark of a Trained Man 
81.4% of A.A.L. representatives 
with more than a year’s service, 
hold the F.I.C. designation. 





TRAINING LEADS TO 
HIGHER ETHICAL AND 


EFFICIENCY STANDARDS 





1957 average paid for production for A.A.L. representatives—$489,000 
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ARE YOU THIS ACTUARY? 


Here's a wonderful opportunity for a young, capable actuary to join a new 


department of an aggressive, fast growing small life insurance company. Working 


with hospitalization, accident and sickness as well as life coverages, your experience 


will be as broad as you want it to be. You will be working pretty much on your own, 


with ample time allowed for continuing study. You will report directly to the 


president. Working conditions pleasant, company located in upper midwest metro- 


politan area of approximately one million population, gateway to scenic vacation- 


lands. Abundant year ‘round cultural and recreational activities available, and 


you can "commute" leisurely in half hour or less from delightful suburban com- 


munities. Your reply handled in strictest confidence. 


Box B-9 
The National Underwriter Co. 


175 W. Jackson Blvd. 


Chicago 4, Illinois 








DIRECTOR WANTED 


for new Credit Life and Health and 
Accident Company in lowa. Must be 
experienced in all phases of Credit 
Life and Heath and Accident. 
Good starting salary and incentive 
for right man. Write Mr. David 
Waldinger, 314 Savings & Loan 
Bldg., Des Moines, la. 


METHODS SPECIALIST 


charts and manual preparation. Som 


cent photo. Reply confidential. Write Bo 


Jackson Blvd., Chicago 4, Ill. 


For new planning department of medium- 
sized, well-established midwest life insur- 
ance society. Position requires experience 
in designing forms, drawing procedure flow 


knowledge of tab equipment necessary. Ac- 
counting or management consulting back- 
ground helpful. Give complete résumé of 
age, education, business experience, past 
salaries, and expected salary. Enclose re- 


B-3, c/o The National Underwriter, 175 W. 








Progressive 
Life, Accident and Health and Hospital- 
ization, whose home office is located in 
Chicago, desires a man (28-38) as assist- 
ant to Vice President. You must have sev- 
eral years of insurance experience along 
with general home office background. Col- 
lege graduate preferred. This is a chal- 
lenging opportunity which offers unusual 
potential advancement. Send your résumé 
and snapshot to Box B-I12, c/o The Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


ASSISTANT TO 
VICE PRESIDENT 


insurance company writing 


vious experience in these lines desirable 
but not necessary. Income potential excep 
tionally good. Contact J. E. Reimann, Jr. 
Fred L. Gray Company, 816 2nd Ave 
South, Minneapolis, Minn. 


We have a number of openings in local 
Agencies “in the Minnesota area for men 
between the ages of 25 and 40. Your job 
would be developing Accident and Health 
and Life insurance from the existing Policy 
Holders of the Agency. Straight salary or 
salary plus commission plans available. Pre- 














The 


TABULATING DEPARTMENT SUPERVISOR 
Midwestern firm has opening for experienced 
person. Supervisory experience preferred. Please 
write giving full particulars regarding back- 
ground and salary requirements. Write Box A-97, 


National Underwriter, 175 W. Jackson Bivd., 


Chicago 4, Ill. 


SUCCESSFUL GENERAL AGENT 


dence to Box A-98, c/o The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 


for life insurance company desires affiliation in 
Connecticut with company handling Non-Can 
A&H on General Agency set-up. Write in confi- 











HEALTH & ACCIDENT—HOME OFFICE or 
AGENCY EXECUTIVE Position Wanted. Suc- 
cessful Sales, Claims, Supervision, Home Office, 
Field & Agency—I2 years. College grad, 45, 
Tt now N.Y. area, willing to relocate. Also 
ife, 
spondent, effective speaker. Box B-2, The Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


Pensions, General Lines. Excellent Corre- 


SALES SUPERVISOR WANTED 


ness insurance experience. 
cellent opportunity for future in + 


for Chicago office of large midwestern com- 
pany. Must have programming and basic busi- 
Position offers ex- 


the title of an eagerly awaited pre- 
sentation Thursday morning. At this 
session were disclosed the results of 
the two research projects sponsored 
by the Round Table on what makes 
an agent a million dollar producer. 
Moderator was William T. Earls, gen- 
eral agent of Mutual Benefit Life at 
Cincinnati, a past chairman of the 
Round Table. He heads the public re- 
lations committee, which has made the 
research program a major project. 

Robert L. Kahn, program director 
of the survey research center of Uni- 
versity of Michigan, reported on the 
results of interviews in depth conducted 
with a cross-section of Round Table 
qualifiers and an equal number of po- 
tential qualifiers. This survey was fi- 
nanced by grants from Penn Mutual 
Life and Northwestern Mutual. 


Report Test Results 


Francis L. Merritt, director of train- 
ing of Mutual Benefit Life, reported 
on tests administered to 175 MDRT 
members to determine personal char- 
acteristics that appeared to correlate 
with high production. 

The Kahn and Merritt reports are 
covered elsewhere in this issue. 


Social and recreational activities in- . 


cluded a golf tournament, a special 
reception for first-time qualifiers, the 
traditional past chairmen’s reception, 
movies and a lecture on Canada, and 
an informal entertainment put on by 
MDRT members. 


Suffolk Agents Name Aloisi, 


Others, In First Election 


Suffolk Branch of New York City 
Life Underwriters Assn., in its first 
annual election meeting in West Islip, 
elected the following officers: Lambert 
G. Aloisi, manager of Postal Life, 
Huntington Station, president; Irving 
Frankel, manager of New York Life, 
Bayshore, administrative vice-presi- 
dent; Robert M. Wickham, manager of 
Prudential, Babylon, educational vice- 
president; John J. Cerny, manager of 
Prudential, Smithtown, membership 
vice-president; Frederick L. Korwan, 
agent of New York Life, Huntington, 
public relations vice-president and 
John Cochrane, agent of Mutual of 
New York, Bayshore, secretary. Nine 
directors were elected at the same 
meeting. 


Allstate To Build In Philadelphia 


Allstate broke ground recently for a 
new $1 million building in suburban 
Philadelphia to house the regional of- 
fice presently in leased midtown quar- 
ters. The building, 55,000 square feet 
in area, will house 200 employes with 
provision for future expansion. Com- 
pletely air conditioned and set in land- 
scaped grounds providing parking for 
more than 200 cars, it will feature an 
employes’ cafeteria and outdoor din- 
ing patio. 
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N.Y. Blue Cross 
Rate Filing Halved 


(CONTINUED FROM PAGE 2) 
this objective of solvency. This con- 
tingent surplus fund is required by 
statute. The free surplus which AHS 
had accumulated has been wiped out. 

“Based upon projections by the plan 
as modified in accordance with find- 
ings of this department,” Mr. Wikler 
reasons, “it is my opinion that the 
rate of increase to be approved should 
be limited to a figure which will result 
in a surplus position of the plan at 
Sept. 30, 1959, the approximate date 
on which the results of the (Columbia) 
study will have been evaluated, in an 
amount approximating its estimated 
surplus at Sept. 30, 1958.” 

The study will appraise the effici- 
ency of operations of all plans in the 
state. It is to disclose what economies 
if any can be effected, according to 
Mr. Wikler, and review the hospital 
reimbursement formula currently in 
use. 


Measures Must Be Taken 


However, Mr. Wikler declares that 
it is imperative that measures be taken 
by the plan during this emergency 
period to reduce controllable expenses. 
AHS administration and _ solicitation 
expenses rose from 8.39% of subscriber 
income in 1956 to 9.18% in 1957 and 
to approximately 9.39% as of March 
31, 1958. Dollarwise these expenses 
increased by $1,441,032 from 1956 to 
1957. 

The constantly increasing expendi- 
tures of the plan are a source of deep 
concern, he declared. The largest com- 
ponent is, of course, payments to the 
hospitals. It is incumbent on the 
hospitals to do everything within their 
power to keep costs from rising fur- 
ther. Both the hospitals and the doc- 
tors must seek vigorously to eliminate 
unnecessary hospital utilization which 
is a major contributing factor to rising 
subscriber rates. 

“As to the operating expenses of the 
plan itself,” he said “I.am aware that 
its expenditures for administration and 
solicitation are within the limits pre- 
scribed by law. Nevertheless, both in 
terms of percentage and amount these 
expenditures are constantly increasing. 
I believe that the plan should leave 
no stone unturned in a constant effort 
to keep controllable expenses to a 
minimum. Advertising expenditure 
(television), personnel costs, office ex- 
penses—indeed, every item of overhead 
—should be rigorously reviewed. If this 
is done, there is no doubt in my mind 
that some economies can be effected. 


All American Life & Casualty of 
Chicago has been licensed in Mary- 
land. 








Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 


Salary plus bonus arrangement. Starting date 
July Ist. Address Box B-13, c/o The National 








ACCIDENT & HEALTH EXECUTIVE 


Considering change after 10 years as executive 
officer of present company. Age 40. Twenty years 
experience in Comp M 9 
agency, claims, underwriting and policy con- 
struction. 
Underwriter, 175 W. Jackson Bivd., Chicago 4, Ill. 





t including 


Write Box B-7, c/o The National 


AVAILABLE 


Jackson Blvd., Chicago 4, Ill. 


CONTROLLER experienced in Life and Casualty, 
annual statements and accounting procedures. 
Background of executive capacity in system in- 
stallation and accounting supervision. Address 
Box B-10, c/o The National Underwriter, 175 W. 

















GROUP MANAGER 


Pacific Coast Home Office group underwriter 
wanted. Capable of preparing proposals; field 
experience desirable but not necessary. Excel- 
lent opportunity. Salary open, based on expe- 
rience. Box A-%, National Underwriter, 175 W 
Jackson Blvd., Chicago 4, Ill. 


ACTUARY 


METROPOLITAN CITY FOR FELLOW OR ASSO- 
CIATE. PREVIOUS PENSION EXPERIENCE DE- 
SIRABLE BUT NOT NECESSARY. ATTRACTIVE 
SALARY AND EMPLOYEE BENEFITS. SUBMIT 
FULL DETAILS. WRITE BOX B-8, 
NATIONAL UNDERWRITER, 175 W. JACKSON 
BLVD., CHICAGO 4, ILL. 








NATIONAL PENSION CONSULTING FIRM HAS 
EXCELLENT POSITION OPEN IN MIDWEST 


C/O THE 





ACTUARY 
AID ASSOCIATION FOR LUTHERANS, APPLETON, WISC., 


has outstanding position for an Actuary who is a recent Fellow of Society; or 
one close to Fellowship. This opening offers an unusual opportunity for imagina- 
tive, productive individual who wishes to advance in America's leading fraternal. 


The Aid Association has over one billion, 300 million ordinary insurance in 
force. An aggressive, well-trained agency staff is currently producing 200 million 
annually. A full-fledged electronic data processing program is part of the organi- 
zation's all around modern management methods. Appleton, 200 miles north of 





Chicago and 100 miles north of Milwauk 








It is a highly progressive community offering pleasant family living. Salary for 
the position will be attractive. Benefit programs, including fine retirement plan 
and liberal vacations, are designed for high security and convenience of staff. 


Please write to T. H. Hartman, Personnel Director, Aid Association for Luther- 
ans, Appleton, Wisc. Correspondence will be treated confidentially. 


llent college city of 45,000. 
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LIFE INSURANCE EDITION | 


A&H Agents Hold Annual Parley 


(CONTINUED FROM PAGE 1) 


of the insurance business but definitely 
more and better coverage must be 
made available to senior citizens.” 

After these remarks on the state of 
the industry, Mr. Wallace directed his 
attention to the selling side of the 
business. Emphasis has been strong 
on sales knowledge, he declared. “We 
must at the same time make every 
effort to increase skills.” With sales- 
men, the most important thing is re- 
iteration of techniques that are known 
but unemployed, poorly employed or 
forgotten. 


Five Sales Talk Steps 


There are five steps in every good 
sales talk, he said. 1. Approach (getting 
the interview under favorable condi- 
tions); 2. building prestige, 3. fixing 
the problem, 4. offering a solution, 
and 5. the close. i 

A salesman who “makes the client 
ask to buy the product is losing as 
much as he is selling,” he said. 

Mr. Wallace was interrupted four 
times by spontaneous applause, and 
at the close of his 50-minute speech 
was given a standing ovation. 

Robert Brown Jr., Pacific Mutual 
Life, president of Los Angeles Assn. 
of Life Underwriters, completed the 
morning program, speaking on “Role 
of Disability Income in the Business 
Continuation Plan.” 

Frances Sandidge, Paul Revere Life, 
Los Angeles, who heads Los Angeles 
A&H Underwriters Assn., conducted 
the luncheon on June 12. Greetings 
were read from Commissioner McCon- 
nell and Gov. -Knight, these being 
followed by an official welcome to 
Los Angeles by City Councilman Ernest 
E. Debs. 


Recognition Of Service 


In addition, plaques recognizing their 
services in arranging for the conven- 
tion were presented to Richard H. 
Dutwiler, National Casualty conven- 
tion chairman, and Earle Montgomery, 
Provident L.&A., president of the Los 
Angeles A&H Managers Club, co-chair- 
man. 

“Selling for Success” by Roy A. 
MacDonald, managing director of Life 
Office Management Assn., was the 
topic for the address at the luncheon. 

That afternoon there was a panel 
discussion on “Our Horizons—Present 
and Future,” with James E. Powell, 
vice-president Provident L.&A., as 
moderator. Travis Wallace and Carl 
E. Ernst, superintendent of agencies, 
North American L.&C. were the panel- 
ists. 

Starting off the next day, an any- 
thing but unlucky Friday the 13th, 
was the Leading Producers Round 
Table breakfast. Oakley Baskin, Mu- 
tual Benefit H.&A., Buffalo, IAAHU 
vice-president and LPRT chairman, 
was able to announce that a strong 
representation had qualified for 


awards in the 1957 production year 


—220 to be exact. Awards are given 
on the basis of annualized premium 
in A&H—at least $10,000 to win the 
bronze award, $15,000 for silver and 
$20,000 for gold. 

LPRT officers named at the break- 
fast were: Martin J. Asher, Paul Re- 
vere Life and Massachusetts Protec- 
tive, Los Angeles, president; Robert 
H. Bridewell, Washington National, 
Wichita, vice-president, and John E. 
Langstein, Washington National, Los 
Angeles, secretary. The first- two men 
are gold award winners, and Mr. Lang- 
stein a silver award winner. 


Clinton L. Leep, president of San 


Diego A&H Managers Club conducted 
the luncheon session Friday, labelled 
“San Diego Day”, which featured an 
‘address by J. Edward Day, vice-presi- 
dent of Prudential in charge of the 
western regional home office, on “The 
Obstacle Race.” 

Addresses by James Williams, vice- 
president Health Insurance Institute, 
on .“Our Public Relationships,” and 
E. H. O’Conner, executive director In- 
surance Economics Society, on “Legis- 
lative Dynamite,” took up the remain- 
der of Friday’s session. 

“Tater Talk” by Herman Ford, South- 
land Life; “Small Groups—Big Busi- 
ness” by Assistant Vice-president Dar- 
lin S. Liggett of Pacific Mutual Life; 
and “Pressure” by Sig Strottrup, Mu- 
tual Benefit H.&A., concluded the 
morning program of the final day. 


‘San Francisco Day’ 


“San Francisco Day,” given over 
at the luncheon to members of the 
San Francisco local association, was 
presided over by Robert F. Little, 
midwestern superintendent of agencies 
All American L.&C., and was featured 
by the presentation of the awards for 
service by members of the internation- 
al association. 

Closing event of the meeting was 
the banquet Saturday evening, with 
presentation of the Harold R. Gordon 
Memorial award to Carl A. Ernst and 
Travis T. Wallace. 

Important business of the conven- 
tion occuppied the attention of the 
council when President Earl Bennett, 
after referring to his annual report 
as furnished to the convention, spoke 
of the changed picture for the better 
in the affairs of the association, called 
attention to the educational program 
being contemplated, spoke of the nine 
point program being considered and 
pointedly referred to the Leading Pro- 
ducers Round Table and gave his meed 
of praise to IAAHU Managing Direc- 
tors Bruce Gifford. He also paid tribute 
to John Galloway, chairman of the 
committee which had given much 
time and deep thought to the new 
constitution to be proposed for adop- 
tion later. 


Laws Now Before Lawmakers 


Bruce Gifford followed with his re- 
port, citing the laws now before the 
lawmakers and telling of his wire 
asking the House Ways and Means 
committee for an opportunity to be 
heard on the bills. 

Controller Jay De Young of Jay De 
Young & Associates, Oak Park, IIl., 
in his report showed a very satisfac- 
tory financial situation and outlined a 
proposed budget for the coming year. 
The report was adopted unanimously. 

Mr. Galloway, made his report, 
showing numerous minor changes in 
the wording of the present constitution 
and gave the important changes, the 
most important being the addition to 
the list of officers of a president elect; 
that the controller’s’ approval be 
had as to expenditures; changing the 
words, in several sections “accident 
and health” to “health”; that a major- 
ity of the board may act on questions 
and that business may be conducted 
by mail. By unanimous vote the new 
constitution was adopted. 

Gail L. Shoup, Green-Shoup & As- 
sociates, Grand Rapids, Mich., chair- 
man of the committee on membership, 
reported a healthy growth in total 
membership and that three new as- 
sociations had been organized in Min- 
nesota and Ohio, and one each in 


California, Illinois, Rhode Island, Vir- 
ginia, .West Virginia and Wisconsin. 

Cities that extended invitations to 
the association for the 1960 convention 
were: Wichita, Detroit, and Milwaukee. 
For the 1961 meeting, Chicago extend- 
ed its invitation. Sapfford Orway of 
French Lick, Ind., the site of the 1959 
convention, spoke briefly on the attrac- 
tions of that resort. 

Entertainment for delegates and 
their ladies, aside from the luncheons 
and banquet was a feature of the 
convention, provided by the convention 
committee. The entire opening day, 
because of its being devoted to a 
board meeting, was given over to extra 
curricular features, chief of which 
was trip to Disneyland— now a feature 
for all visiting firemen—in the fore- 
noon, preceded by coffee served by 
the ladies’ hospitality committee. 

Ladies Day outing gave the ladies 
a choice of educational and entertain- 
ment features, ending with a luncheon 
at the Beverly Hilton hotel and a 
fashion show and other events. 

Naturally, because of transfer of 
the “Dodgers” to Los Angeles, the 
baseball game between the Dodgers 
and the Pittsburgh Pirates—an evening 
game—was the attraction for the male 
delegates, and a goodly number of 
ladies as well. An entire section of 
Memorial Coliseum was reserved for 
delegates to the convention. 

In addition to these features, tickets 
were reserved for various television 
shows during the entire week. 





At the adjourned session of the 
council, held the last afternoon, it was 
voted that the association prepare a 
booklet opposing the Forand bill, to 
be circulated widely, and President 
Earle Bennett named E. H. O’Connor 
and Bruce Gifford as the members of 
a committee to prepare such a docu- 
ment. 





Significant action was approval of a 
statement of policy on Blue Cross, 
service plans and other insurers. In 
the face of public and industry con- 
cern over the service plans, the 
IAAHU voted a four-point set of 
principles to guide future growth and 
activity. 

In terms of the public interest, the 
framers felt, there are three activities 
conducted by service plans and others 
that are undesirable: 

Non-licensing of representatives 
who merchandise the service and non- 
conformance with supervisory author- 
ity in many instances; continued oper- 
ation without employment of sound 
insurance and fiscal policies, (Lack of 
such operating methods have brought 
about financial difficulties for the 
various plans in many states and 
weakened the structure of the whole 
voluntary health insurance industry, 
the statement said.) 

Also, forcing hospitals to accept 
less than cost on service rendered as 
discriminating against non-service- 
plan-insured patients, and all com- 
panies and organizations are charged 
to cooperate in necessary steps to 
develop adequate coverage for all 
segments of our population. 

Following is the official text of the 
statement: 

Whereas International Assn. of A&H 
Underwriters is dedicated to the prin- 
ciple of providing the best voluntary 
health insurance, 

Therefore be it resolved that 
IAAHU adopt the following principles 
as a guide for future growth and 
activity: 

1. It is in the public interest for all 
insurance and service organizations to 

















President E. A. McCord of Illinois 
Mutual L.&C., left, is pictured with 
trophy winners, D. F. Harrison of 
Edina, Mo., seated, and Corles C. Spring 
of Redfield, Ia. Mr. Harrison, who led 
in premium volume during April, also 
won the outstanding new agent trophy. 
Messrs. Harrison and Spring have been 
with the company less than three 
months. Mr. Spring led all agents in 
number of applications during April 
with 106. 

Illinois Mutual writes in 14 states, 
and more than 1,500 agents competed 
for the 27 trophies presented at the 
recent annual convention. The company 
recently sold its first life insurance 
policy after being a pioneer in the 
A&S field. 


American States Life, 
Fire Company Pup, 


Ready For Ind. Business 


American States Life of Indianapo- 
lis, wholly owned subsidiary of Amer- 
ican States has opened its underwrit- 
ing doors with more than $380,000 of 
premium already on its books and a 
state-wide organization of over 250 
agents. 

Policy number one was issued to 
Gloria Gallahue, seven-year old 
daughter of the company’s president, 
Edward F. Gallahue. 

The parent company is the largest 
stock auto, fire and casualty insurer 
in Indiana, and organized the life com- 
pany last June 20. Dudley R. Gallahue 
is board chairman and treasurer. 

Capitalization of the new company 
is one million shares of $1 par value 
Class A non-voting and Class B (vot- 
ing) stock which were sold at $2 per 
share. Assets of the company at ycar 
end were $1,998,793. 





meet uniform requirements of their 
appropriate state supervising agency 
or pertinent regulatory bodies and 
that their representatives be well 
trained and qualified individuals. 

2. It is in the public interest that 
all purveyors of hospital-medical ben- 
efits should adopt sound principles to 
promote the continuance and growth 
of voluntary health insurance. 

3. It is in the public interest that 
all organizations providing health care 
adopt a uniform system of costs to 
all users. 

4. All companies and organizations 
should cooperate in necessary steps 
to develop adequate ,coverage for all 
segments of our population. 

Resolved and adopted this June 13, 
1958, by the convention in session in 
the city of Los Angeles, California. 
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FteNATIONAL UNDERWRITER 


Get Research Data Gn What Makes A Million Dollar Producer 


is transferrable and what is not, for 
the general up-grading of the indus- 
try. 

“They wanted to know ‘what makes 
Sammy run.’ This is the first official 
report of the scientific research proj- 
ect that came into being as a result of 
that original ground-swell.” 

Mr. Earls added that with business 
conditions tightening up and the ef- 
fectiveness of the “soft sell” a thing of 
the past, “there is a tremendous up- 
surge of interest in learning what the 
qualities of outstanding salesmen are, 
how to find them, and how to make 
salesmen more effective.” 

The Michigan research team used as 
part of its interviewing technique a 
series of “projective pictures” about 


(CONTINUED FROM PAGE 1) 


which the interviewee was asked to 
give his reactions. The pictures were 
designed to measure the three basic 
needs of the MDRT member and his 
opposite number. These are the need 
for achievement, the need for affilia- 
tion, an the need for power. 


Self-Assertive, Highly Motivated 


As was expected, the qualifier 
scored higher on the need for achieve- 
ment and is quite in line with what 
the researchers regarded as the totat 
picture of the MDRT member—a self- 
assertive, highly motivated individual 
who gets a great deal of his psycho- 
logical reward in life from the suc- 


cesses he is able to achieve and the researchers feel, 


obstacles he is able to overcome. 
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However, he scored lower on the 
potential need for power. This came as 
rather a surprise to the research 
team, but later they found it to be 
quite in keeping with the general pat- 
tern of findings. The MDRT member 
is not simply a power-hungry manipu- 
lative kind of person. He is not inter- 
ested in pushing people around for the 
neurotic pleasure of doing so. He is 
able to be pretty aggressive if such 
aggressiveness and assertiveness are 
necessary to enable him to achieve 
the things he wants, but he is not in- 
terested in power for its own sake. 
The potential members score higher 
on the need for power, perhaps, the 
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because they have 
been less successful and are, in a 
sense, power-hungry. 


The Need For Affiliation 


On the need for affiliation, the 
Round Table members are slightly 
lower than the potential members, al- 
though both are well within the nor- 
mal range. If there is eny conclusion 
to be drawn on this point, it is that 
the Round Table members are not only 
more achieving but also more auton- 
omous, able to operate on their own 
in a more sustained and systematic 
way, according to Mr. Kahn. 

Here are some of the research re- 
sults on various specific points: 

MDRT members are more inde- 
pendent than other men: If they think 
their companies are wrong, they don’t 
mind trying to get them to change a 
decision, whether it involves a client 
or the agent’s own relations with his 
company. They have learned their 
business in the “school of hard 
knocks.” They are less dependent on 
their generai agent in their early 
training. Later on, MDRT members 
are found to look to their general 
agents for technical information, while 
the non-members look to him for 
sympathy and support. Also, million 
dollar men change companies more 
readily if they come into conflict with 
company policies. 


Derive Special Satisfaction 


MDRT members like their business. 
They experience special satisfaction 
from insurance right from the be- 
ginning. They don’t find anything in 
the insurance business that is un- 
pleasant. They are pleased with their 
economic progress. They want their 
sons to go into life insurance. They 
tend to come into the business because 
of their inclinations rather than be- 
cause of needs. They have never 
thought they would prefer some other 
occupation. They depend less on other 
sources of income than insurance, 
than do other life agents. When they 
are critical, they tend to criticize 
their companies, whereas the non- 
member is critical of the business. 

MDRT members are realists: They 
emphasize monetary rewards. They 
tend to stress the business rather than 
the professional aspects of insurance. 

They are varied in their techniques. 
Asked whether they felt it is better to 
work hard on a few prospects or to 
work on a lot of prospects with less 
concentration, the MDRT men reject- 
ed the question, saying it was best to 
do both. The non-qualifiers, however, 
tended to choose one answer or the 
other. It was the same with the ques- 
tion on whether it is more important 
to be friendly or to be aggressive: The 
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to be both, the non-qualifiers tried to 
make a choice. 

The qualifiers know more people 
at their home offices by their first 
names, they tend to be active in more 
civic and social organizations, and 
they are not self-conscious about using 
many of the techniques of successful 
salesmanship. 


Similarities Were Found 


Some similarities were found be- 
tween the qualifiers and the non- 
qualifiers. Both groups see “technical 
information” as the item they would 
most want to pass on to a younger 
friend or son going into the business. 
Both have similar family backgrounds, 
as regards wealth, prestige (most of 
them came from middle-class back- 
grounds, both groups have reached a 
similar level of educational training, 
both groups are higher in percentage 
of married persons than the general 
U. S. population, and both groups 
agree that there is considerable rap- 
port with the home office and the 
general agent or manager. 

As a result of the study, the re- 
search team recommended that agen- 
cy heads: 

—Utilize care in the treatment of 
agents showing independence of mind. 
If they argue and try to buck the or- 
ganizational system they might be 
MDRT members in the making. 

—Look for the man who makes a 
confident, good start rather than for 
the man who seeks advice and follows 
instructions too closely. 

—Spot the realist who does not 
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We Will Write For You 


10 MILLION OF INSURANCE 


WE CAN GUARANTEE a life insur- 
ance company 10 to 15 Million of ex- 
cellent business yearly with better- 
than-90 percent persistency. Prefer 
general agency contract; and if pos- 
sible, exclusive for Pennsylvania. 


Company should be able to give us: 
1) Competitive life insurance policies, 
especially ordinary life, with very high 
first year cash value; 2) Better than 
average dividends; 3) Lower net cost; 
4) Better than average commissions 
and/or bonuses and/or overwrites 
and/or pension plans; 5) Mortgage 
money availability for Philadelphia 
area. 


Write: AGENCY, 1015 
Western Saving Fund Bldg. 








PHILADELPHIA 7, PA. 





million-dollar producers say you have 
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apologize about being in the business. 

—Remember that if you have a 
high producing staff you are also like- 
ly to have high turnover. 

Mr. Kahn had this advice for per- 
sons wishing to become Round Table 
members: 

—Ask yourself how important, sat- 
isfying and fulfilling the insurance 
business is to your life. If the answer 
is “very much” you’re moving in the 
right direction. 

—Recognize that you are in busi- 
ness first and trying to serve human- 
ity only second. 

—Be nice to your general agent if 
you can but remember not to be afraid 
to assert yourself if and when the oc- 
casion calls for it. 

Following are the high spots of Mr. 
Merritt’s test results and his conclu- 
sions therefrom: 

The “quick qualifier’—the man who 
takes four years or less to qualify—is 
not a big-case man but averages 150 
or more lives a year in his first six 
years. There is no single thing that 
makes him stand out as compared 
with the slower qualifiers. 

“He has a_ greater degree of plain, 
everyday  self-confidence—belief in 
himself,” said Mr. Merritt. “He is 
more sociable and he definitely has 
more social aggressiveness with which 
to motivate the unthinking, unthrifty 
prospects into action today. He has 
greater inner willingness with which 
to take turndowns, put-offs, and re- 
buffs with a strong sense of humor 
and without as much loss of personal 
drive and continued effectiveness. 


Are Imaginative, Creative 


“All good life underwriters are im- 
aginative and creative but when ideas 
come to this man (the quick qualifier) 
he is non-reflective, much more deci- 
sive, and he is much less restrained, 
reserved and cautious. His normal 
tendency is to shoot these ideas into 
action. He is less of the intensive 
good-will builder. He is much more 
the person who is inclined to believe 
that direct reasoning persuasively 
with a presumably intelligent prospect 
will, on the average, get the best re- 
sults for all concerned. 

“He has other higher-than-average 
virtues: He loves selling. He feels 
much less that it is beneath his sub- 
enscious dignity. Thus he loves nat- 
urally to put his true center of em- 
phasis on selling, with less of public 
relations, good-will building, joining, 
atmosphere building, and the so-called 
softer ways of trying to get the ulti- 
mate sale easier. He has more of the 
inrer fire to lead, to mold, to convert 
viewpoints into face-to-face situations. 
I; Goesn’t need immediate approval 
as' much. He fears disapproval less. 
He has a natural thrust into the an- 
tajUaistic and far greater love for the 
mental combat arena.” 

The agent who takes 15 years or 
more to qualify tends to place greater 
emphasis on good-will building, pres- 
tige, civic activity, club and fraternity 
connections, and a meticulous prelim- 
inary job of estate planning for each 


prospect as contrasted with the quicker > 


qualifier. 

He starts out his first year with a 
third the number of sales. In his sixth 
year he is making half the number of 
sales of his quick-qualifying opposite 
number. He seems to want his pro- 
fessional status to come first, while 
the early qualifier wants his sales to 
come first. 

Mr. Merritt’s study showed that 
men taking seven to nine years to 
qualify could have done so in their 
fifth and sixth years if they had pro- 
duced the number of lives that the 
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earlier qualifiers did in the corre- 
sponding years after induction. Men 
qualifying in from 10 to 14 years 
would have been very close to qual- 
ifying in their sixth year if they had 
produced the 150 lives characteristic 
of the early qualifiers. 

“Thus it seems reasonable to as- 
sume that the more modest producing 
life underwriter can join the Million 
Dollar Round Table during the year 
ahead or during his first six years in 
the business if he will consciously at- 
tempt to achieve a greater personal 
balance in his professional thinking,” 
said Mr. Merritt. “This balance must 
include careful weighting of personal 
emphasis in such areas as lives, aver- 
age size of sale, prestige building, con- 
tacting, interviewing, and the all-im- 
portant ‘hard-sell’ or persuasive char- 
acteristic.” 


Environment Stressed 


Mr. Merritt also stressed the factor 
of environment, both agency and com- 
pany. The agencies he studied aver- 
aged nearly four Round Table mem- 
bers, nearly six between $500,000 
and a million, plus another nine men 
doing from $250,000 to $500,000, out of 
an average of 24 men under contract. 

Eighty percent of the agents studied 
rated their agency morale either good, 
high, or exceptional, and over 55% 
rated it in the top two categories. 
Only 15% gave their agencies a fair 
or poor morale rating. 

Qualifiers ranked high in their 
classes in high school and college— 
90% of them had completed high 
school and 80% completed college. 
More than a third earned their entire 
college costs. More than half earned 
from half to all their college costs. 
Fewer than 10% had their college 
education paid for entirely by others. 
Yet while ranking high in scholastic 
grades and earning much or all of 
their expenses, they were intensive 
leaders in extracurricular college ac- 
tivities. More than half said they par- 
ticipated in leadership ‘‘almost con- 
stantly.” 

A high percentage, said Mr. Merritt, 
came into life insurance from leader- 
ship in school, college, banking, law, 
accounting, coaching, teaching, gener- 
al insurance and many other back- 
grounds favorable to personal growth. 
Many were forced quite early in life 
to face the problem of being able to 
master self-organization, hard work, 
and study at one and the same time. 
Long hours of work are the rule rather 
than the exception. 


Responses Confirm Personality 


Mr. Merritt reported that the quali- 
fier’s responses to questions’ tend 
strongly to confirm personality and 
work-interest test responses. Subjects 
were asked to rate themselves, as they 
thought others looked at them, on 
various points. The percentage of 
qualifiers answering affirmatively was 
as follows: Always an extremely 
strong competitor? 90; each year try- 
ing to lead your agency? 90; the lead- 
ing agent of your company? 60; ex- 
tremely strong competitive ‘money 
drive?” 89; fairly critical of the ac- 
tions of others? 70; trying always to 
win your point in discussion? 60; 
somewhat of a non-conformist type? 
67; work and play equally hard? 90; 
work long hours without physical 
weakness? 85; very high energy and 
physical drive? 95; you join always to 
lead? 60; have dynamic, provocative 
inner tendencies? 70; dislike for pas- 
sive, clerical-detail routines? 90; sel- 
dom give up on a pet idea? 71; vocal 
and fluent in face-to-face situations? 
92. 
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HOTELS 
THE DINKLER PLAZA 
Atlanta 


THE DINKLER-TUTWILER 
Birmingham 

THE DINKLER-JEFFERSON DAVIS 
Montgomery 

THE OREKLER- ANDREW JACKSON 
Nashvill 

THE ST. CHARLES 

New Orleans 


MOTOR INNS 

THE JAMAICAN 
Jacksonville, Fla. 

THE BELVEDERE and 

THE BELVEDERE ICE RINK 
Atlanta, Georgia 


R ae _ RANTS 

THE Li 

lune” 

America’s Most Exotic, Exciting; 
Exceptional Restaurant in Decades 


DINKLER 


ENTERPRISES 





CARLING DINKLER, President 
CARLING DINKLER, JR., V. P. and Gen. Mgr. 


Immediate reservation confirmation via Teletype at 
no charge through any Dinkler hotel or representative 


NEW YORK: Circle 7-6940 « CHICAGO: MOhawk 4-5100 
WASHINGTON: EXecutive 3-6481 
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Now. Women 


as well as 


Men 


may follow a worthwhile 
and rewarding......... 


CAREER 






with the... 

FINEST CONTRACT 

and many... 

ADVANTAGES 

¢ Unusually high ¢ Training 
commissions e Hospitaliza- 

iti i , life, 

: on disability, and 

¢ Liberal plans benefits ptt 

© Sales aids and your family 


WRITE FOR PROOF: 


T. E. Newton, Field Manager, 
Dept. N658, Woodmen of the World, 
Insurance Bldg.. Omaha 2, Nebraska 


PORTOn, “The Family Froternity”® 


% WOODMEN +. WORLD 
5 LIFE INSURANCE SOCIETY 
Mome Office 1708 Fornom Sivect 
Omaha 2, Nebraska 


enetnny, 


“Since os 





WALTER E. RYAN 





$14,000 wy first year, 
wearly $17,000, second... 


Skokie, Illinois 
April 22, 1958 
Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


I'd like to tell you how happy everyone in the Ryan family is 
these days. After completing my income tax last week, I realized 
that in the second year with the friendly Franklin my income was 
close to $17,000. My first year (1956) I brought home $14,000 to 
the family. With no previous insurance experience and having 
previously been an interior decorator for eight years, you can 
understand how grateful I am to F. J. Budinger, C.L.U., our 
Regional Manager, for exposing the President’s Protective Invest- 
ment Plan to me. 


Over 90% of my sales are on this plan, through Salary Savings 
(payroll deduction) in various companies. Last year I started 
seven companies on Salary Savings and it set me thinking, that we 
in Franklin have a real savings plan for this type of selling. In 
1958 I expect to sell over a million. 


Believe me, there is no prospecting problem after an employer 
sees our PPIP. He wants to make it available to all of his 
employees. All I have to do is explain it to them and ask what 
amount they want to save for themselves off the “cream line of 
their pay checks.” That’s the way it goes, O’B; and to recap last 
week’s business I had eight sales for $2,000 annualized premium. 


Please accept my sincere thanks for the wonderful cooperation 
I’ve received from the Home Office. I realize each day the agent 
is the most important man in the Franklin. 


Cordially, 
Walter E. Ryan 


An agent cannot long travel at a faster gait than the company he represents! 











Wi) INSURANCE 
COMPANY 

ECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Eigbt Hundred Million Dollars of Insurance in Force 
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